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O Bank Stationer likes to handle 
rush orders a// the time. Nor 
should he be obliged to...but there are 
times when a bank must have certain 
checks, letterheads, passbooks or forms 
in less than normal time, or become 
embarrassed in dealing with its cus- 
tomers. 


This is one of the occasions when a 


THIS ADVERTISEMENT IN THE INTEREST OF BETTER RELATIONS BETWEEN BANKS AND PUBLIC IS SPONSORED BY 


THE INSTITUTE OF 
BANK STATIONERS 


120 WALL STREET, NEW YORK 


And I’ve Got 
to Have ’Em 


TUESDAY! 





Bank Stationer with an ample plant, 
trained personnel, and a smooth-run- 
ning organization renders extremely 
valuable service to banking as a whole 
...and takes it as all in the day’s 
work. To avoid errors, maintain every 
standard of quality, and deliver accord- 
ing to promise is a well-fixed habit 


among Institute members. 



































LETTERS © 








What Northerners Should Know 
About the South 


Sirs: Our clients, Jackson-State Na- 
tional Bank officials, have suggested that 
we send you reprints of an advertisement 
we ran in local papers recently, because it 
attracted so much favorable comment. 
We have had an extremely large number 
of requests for reprints by Mississippians 
who evidently want to educate their 
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friends in other sections of the nation, 
especially about “‘you all.” 

Let me take this occasion to compliment 
you on the fine magazine you edit. 

MARSHALL Hurt, 

Hurt Advertising Agency, 
Jackson, Mississippi 
¢ °¢ 

Working in a Bank 

Sirs: I read Clarence Lyman’s article, 
“A Look at the Job of Working in a Bank,” 
this morning and was very much im- 
pressed with it. With your permission I 
would like to have copies made for the 
members of our staff. 

RicHARD H. WELLS, 

Assistant Cashier, 
State-Planters Bank & Trust Company, 
Richmond, Virginia 

This article may be reprinted or quoted if credit is given 

the author and the publication.—Tue Eprror. 
¢ @¢ 


First National of Minneapolis 
Is Correct 


Sirs: On page eight of the July issue 
of The Burroughs Clearing House, accom- 
panying Clarence A. Lyman’s article, 
appears an illustration credited to ‘‘North- 
western National Bank and Trust Com- 
pany, Minneapolis.”” Unfortunately for 
the sake of accuracy, the photograph in 
question was made in this bank. 

The fact that the illustration is in- 
correctly credited is, of course, not par- 
ticularly serious, but I suspect that you 
have inadvertently let me in for something. 
[ anticipate that not less than 99.44 per 
cent of our staff will call my attention to 
the error and protest vehemently. 

If you think a correction is warranted, 
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we shall be glad to see it in a subsequent 
issue. 
B. S. Woopwortu, 
Advertising Manager, 
First National Bank and Trust 
Company of Minneapolis, 
Minneapolis, Minnesota 


° ° 


Travellers’ Cheques Around 
the World 


Sirs: We were interested in the article 
on travellers’ cheques in the April edition 
of your publication, and thank you for 
mention of this company in the list of 
issuers of travellers’ cheques. Our cheques 
are sold through our own offices only. 
We find, in common with others you men- 
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tion, that the demand for travellers’ cheques 
shows a steady increase every year. 
V. Davin Fay, 
Banking Department, 
Dean & Dawson, Limited, 
London, N. W. 1, England 


Sirs: We have read the article ““Travel- 
lers’ Cheques Around the World.” 

As our name does not appear on your 
list of banks and others issuing travellers’ 
cheques, we desire to inform you that this 
bank issues them in denominations of 
£2, £5 and £10 sterling, negotiable through- 
out the world. 


S. SHEATH, pro Manager, 
Foreign Department, 
The National Bank of Australasia Limited, 
Melbourne, C. 1., Victoria, Australia 





AN UNBROKEN RECORD 
OF PROTECTION AND 
PROFITS FOR BANKS 






—LAWRENCE SYSTEM field warehousing 


For the more than 21 years of 
LAWRENCE SYSTEM operation, our 
warehouse receipts have withstood 

. every test for validity and security 
against third-party claims. They have 
proved wholly adequate protection 
for loans under hundreds of cases of 
receivership and bankruptcy. 


Moreover, LAWRENCE SYSTEM 
operations go beyond all legal re- 
quirements. A million-dollar insur- 
ance policy, the largest of its kind 
ever issued, is carried for the benefit 
of banks holding LAWRENCE SYSTEM 
warehouse receipts. You would be 
fully protected by this insurance if 
the validity of our warehouse receipts 


were ever attacked or if we failed to 
establish and maintain bailment, or 
if we failed in any other way to live 
up to our legal liability as warehouse- 
men. This policy is continuously in 
force, yet no bank has ever had to 
avail itself of this added safeguard. 


Best of all is the fact that this 
superior service costs your bank 
nothing. It can be used in connec- 
tion with almost any commercial 
account. For information on specific 
problems, consult Dept.C - 4 ofour 
nearest office. And write for free 
copies of the explanatory booklet, 
“Warehouse Receipts as Collateral.” 





C. reating Commodity Paper A gainst I nventory 





[AWRENCE 


SYSTEM 





A.T. Gipson, President 
Member: AMERICAN WAREHOUSEMEN’S ASSOCIATION— Since 1916 


NEW YORK: 52 Wall St.e CHICAGO: One North LaSalle St.*e BUFFALO: Liberty Bank Building 
BOSTON: 49 Federal St.e KANSAS CITY, MO: Commerce Trust Bldg.» DALLAS: Santa Fe Bldg. 
HOUSTON: 601 Shell Bldg. e LOS ANGELES: W. P. Story Bldg.e SAN FRANCISCO: 37 Drumm St. 
FRESNO, CALIFORNIA: 2030 Anna Street * PORTLAND, ORE: U. S. National Bank Building 
SPOKANE: 155 South Stevens * SEATTLE: 1014 Fourth Avenue South *« HONOLULU, T. H. 





CERTIFIED ON CHECKS...LAWRENCE ON WAREHOUSE RECEIPTS 


In writing to advertisers please mention The Burroughs Clearing House 





Stirs: Referring to your article about 
travellers’ cheques we beg to inform you 
that our bank issues travellers’ cheques in 
the denominations of Norw.Kr.50.-& 100.-, 
which are being sold by Bergens Privat- 
bank, Bergen and Oslo and several other 
banks in Norway, Denmark, Sweden and 
Finland. These travellers’ cheques are 
payable throughout Norway, Denmark, 
Finland, Iceland and Sweden. 

Kindly include the above information 
in your next list of banks and others 
issuing travellers’ cheques. 

BERGENS PRIVATBANK, 
Bergen, Norway 

From many countries have come letters commending The , 
Burroughs Clearing House for publishing the first world-wide \ 
list of institutions that issue travellers’ cheques. Except for | 


the omissions above, and no doubt some others, the 
listing remains accurate.—Tue Eprror. 


* > 
A Bank’s Rose Show 


Strs: We are enclosing pictures of our 
annual Amateur Rose Show. Our branch 
has held this for seven years as a good 
will, civic affair. It is non-professional but 
is an official show of the American Rose 
Society, the only one in the State of Idaho 
devoted exclusively to roses. 

The show is held in the lobby of the 
bank with the public admitted from three 
until nine in the evening. The bank 
serves punch to the crowds as a further bit 
of hospitality. We have estimated that 
in the neighborhood of 4,000 people file 
through our lobby in these six hours. 

This year we had in the neighborhood of 
200 entries with many exhibitors entering 
in several classes but prizes were awarded 
only once. Prizes given by the bank were 
listed in dollars and cents but consisted of 
orders on any florist or seed dealer in 
Caldwell, Nampa, or Boise, for roses, seeds, 
roots, bulbs, shrubs, or any decorative plant. 

There were also special awards by the 
American Rose Society, including one 
silver medal, two bronze medals, and mem- 
bership in the society. 

This is a college town and many among 
the faculty have rose gardens as a hobby. 
There has even been a rose developed and 
named for one of our best-beloved edu- 
cators, the late Dr. W. J. Boone of the 
College of Idaho here. People in Caldwell 
love roses, so our slogan for the show is, 
‘“‘Let’s Grow More Roses in Caldwell.” 

We have no axe to grind by doing this 
except that we are glad to be back of the 
show as a purely civic enterprise, having 
for its object the making of our city an 
increasingly attractive place to live. The 
good will, the advertising and publicity, 
and the making of friends and new contacts 
are results which we can’t measure in 
money but which are of tremendous power. 

One of the photographs shows one of the 
judges, Aden Hyde, of the Caldwell News- 


Tribune, at the left, and myself, center. 
H. A. Diven, Manager, 
Caldwell Branch, 
Idaho First National Bank, 
Caldwell, Idaho 
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~The TREND of BANKING 








A. B. A. Graduate School 


With an enrollment of 593 bank execu- 
tives from 46 states, the District of 
Columbia and Puerto Rico, the Graduate 
School of Banking, sponsored by _ the 
American Bankers Association, had _ its 
third resident session at Rutgers Uni- 
versity, New Brunswick, N. J., the last 
two weeks in June. 

The school, which was established in 
1935 as a joint educational project in 
advanced banking studies under the 
auspices of the association and the uni- 
versity, this year graduated the first class 
to complete the course. Diplomas were 
awarded to 192 graduates. 

A diploma is awarded to each man who 
completes the whole course, which con- 
sists of three summer resident sessions of 
two weeks each at Rutgers University 
with intervening months devoted to home 
study, the preparation of an accepted 
thesis and a final oral examination. 

“The first commencement was an impor- 
tant event in the progress of adult educa- 
tion,’ Lewis E. Pierson, chairman of the 
board, Irving Trust Company, New York 
City, and chairman of the board of regents 
of the school, said. ‘‘Never before have 
mature, experienced bankers gone to 
school in this manner. The average age 
of the graduate school students is thirty- 
nine years. Many are senior bank officers— 
presidents, vice-presidents, cashiers, audi- 
tors, treasurers, and secretaries.” 


During the course of the two weeks’ 
session a number of distinguished speakers 
addressed the school assemblies. Among 
them were Dr. F. W. Kemmerer, of Prince- 
ton University, Colonel Leonard P. Ayres, 
of the Cleveland Trust Company, and 
Frederick Shelton, of the Kiplinger Wash- 
ington Agency. Tom K. Smith, president 
of the American Bankers Association, 
addressed the opening meeting and Dr. 
Francis P. Gaines, president of Washington 
and Lee University, and Lewis E. Pierson 
delivered the commencement addresses. 


A Century and a Quarter of 
Banking 


125 milestones have been reached and 
are being celebrated this year by The 
National City Bank of New York and 
ee Trust Company, New York 

ity. 

The National City Bank of New York 
is marking its 125th anniversary by the 
publication of a series of newspaper adver- 
tisements telling, with aid of dramatic 
pictures, how the bank grew and how it 
works. From the head office at 55 Wall 
Street, the National City covers greater 
New York with 72 branches and reaches 
around the world with 71 branches and 
affiliates in 23 foreign countries. Its re- 
sources have grown to over two billions; 
it has more than 1,000,000 customers; and 
more than 85,000 stockholders. Unusual, 















electric power. 


vided by this institution. 











Annual Output 
Five Billion Dollars 


During the period 1925-1933, New England’s fac- 
tories turned out products to an average value of over 
five billion dollars annually. Included in this total 
value were more than two and one-half billions 
annually spent for raw materials, fuel and 


To carry on manufacturing activities of 
these proportions, New England requires 
complete banking facilities such as are pro- 


THE NATIONAL 


Shawmut Bank 


40 WATER STREET - BOSTON 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





























The Trend Is To 
POOR’S 


Bond Quotation 
Service 


More widely used by 
banks and bank exam- 
iners than any similar 
service .... covers over 
6400 issues... . gives 
latest bid and asked 
prices on listed and un- 
listed issues . .. . semi- 
monthly .... two recog- 


nized ratings. 
$15. per year 


Poor’s PuBLISHING COMPANY 
90 Broad St., New York 
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Tune in your favorite temperature 
and enjoy cool, restful comfort in a 
Mayfair air-conditioned room. Each 
room with private bath, radio, and 
other refinements. Three air-condi- 
tioned restaurants. 


50% of all rooms, $3.50 or less, 
single; $5.00 or less, double. 


“Downtown At Your Doorstep” 


* 
HOTEL LENNOX e ONE BLOCK OVER 


Same Management 


In writing to advertisers please mention The Burroughs Clearing House 
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therefore, is one of its advertisements 
devoted to small loans. The ad is re- 
produced in miniature. 

Manufacturers Trust Company is com- 
memorating its 125th anniversary not with 
newspaper or magazine space, but with 
wide distribution of an elaborate booklet 
plainly entitled, “1812-1937.” Reproduced 
on the booklet’s center spread is Manu- 
facturers Trust’s history chart or family 
tree. The chart shows graphically the 
origin, development and amalgamations 
of the 39 independent banks that com- 
prise the present institution. 

A brief discussion is also printed about 
each of the merged institutions. Part of 
the charm of the commemorative booklet 
comes from the pictures and sidelights of 
early and middle nineteenth century bank- 
ing. How, for example, living quarters 
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al one time were provided over the bank 
for the cashier as a measure of safety to 
the bank and a convenience to theemployee. 
Below is reproduced a drawing of the 
principal office of Manufacturers Trust 
Company at 55 Broad Street, New York 
City. The drawing appears in its original 
form in the 125th anniversary booklet. 
Manufacturers Trust has 61 offices in New 
York and more than 450.000 customers. 


Another One 125 Years Old 


Fortieth in age among the 16,000 banks 
in the United States, among the five oldest 
banks in New Jersey. the First Camden 
National Bank and ‘Trust Company, 
Camden, marked its 125th birthday in 
June. 


The bank opened its doors for business 


just two days before the War of 1812 
began. Its first house was a remodeled 
brick building, where the bank’s main 
office continued for 117 years with only 
one capital outlay for a new building 
until, in 1929, the bank built and moved 
to its present office. 

In a century and a quarter, the bank 
has had only seven presidents. F. Morse 
Archer became president in 1918. 





Chartered 1842 











of) es ed are not 


the most Important Thing 


Anniversary feature of The National 
City Bank was a newspaper campaign 





Atlantic has no stockholders and shares profits with its 
policyholders. For 94 out of 95 years, and for 82 vears 
without interruption since 1855, profits in varying 
amounts have been returned to participating policy- 
holders. 





But dividends are not the first thing to look for in an 
insurance policy. We should not want you to come to 
Atlantic simply because you might reduce the cost of 
your insurance by your share in profits. 


The most important appeal that we can make to you as 
a business man is that Atlantic is a conservative, thor- 
oughly seasoned, legal reserve company, established in 
1842, which, in cooperation with insurance brokers, 
gives its policyholders unquestioned security, non-as- 
sessability, and the highest type of service. 











Of Manufacturs Trust Company a book- 


‘ ie i let with this and many other drawings 
If, in addition to these features Atlantic can also offer 


you a share in profits, you have a right to consider the 


value of this extra inducement. First National, New York 


Directors of the First National Bank ol 
the City of New York have elected Jackson 
E. Reynolds chairman of the board and 
have added Landon K. Thorne to the 
directorate. Mr. Reynolds fills the vacancy 
caused by the death of George F. Baker. 
Mr. Thorne was appointed a director for 
the remainder of Mr. Baker’s unexpired 
term. 

Chairman Reynolds retired last year as 
president of First National, because of his 
health and a desire to devote himself to 
other things. The death of Mr. Baker. 
however, created an emergency and MIr. 
Reynolds was recalled to the service ol 
the bank. 

Director Thorne, formerly a partner of 
Bonbright and Co., was a director of the 
bank until 1933, when he retired from 
| active business. He was a close friend of 
Mr. Baker and was on the yachting cruise 
' on which Mr. Baker died. 





ANTIC 
MUTUAL 
INSURANCE 


MARINE + YACHT « INLAND 
TRANSPORTATION 
FINE ARTS + JEWELRY 
FUR + REGISTERED MAIL 
FIRE INSURANCE 


om 
Atlantic Building 
49 ULall Sireet 
NEW YORK 
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Mastering Mechanics of Public 
Relations 


Members of the Financial Advertisers 
Association who go to this year’s conven- 
tion (Syracuse, New York, September 13, 
14, 15 and 16) will attend a convention 
that is different. F. A. A. members are 
going back to school, as it were, to master 
the mechanics, brush up on the technique 
of public relations in financial institutions. 

Promoting — public relations calls 
for a thorough understanding of the fac- 
tors that influence mass psychology and 
public opinion,” advises William H. Neal, 
convention program chairman, “and this 
year’s convention program has been de- 
signed to give members that understand- 
ing. 

‘Dr. H. W. Hepner, professor of psy- 
chology at Syracuse University, has been 
engaged to give a course on the methods 
of molding public opinion. Class_ will 
meet each morning during convention al 
4 o'clock; will close at 10. 

General assembly sessions are scheduled 
for 10:30 to 12:30 daily. Headline speakers 
announced so far are: Benjamin J. But- 
tenweiser, of Kuhn, Loeb and Company. 
to speak on “Investment Public Rela- 
tions”; R. A. Ilg, vice-president, National 
Shawmut Bank, “‘Equipping Ourselves for 
the Job’’; Paul Aisaaee secretary, Sav- 
ings Bank Association of New York, 
“Public Relations and Legislation’; and 
William A. Thomson, American News- 
paper Publishers Association, ‘ ‘Newspapers 
us a Molder of Public Opinion.” 

The afternoons will be given over to 
small group meetings, 
subject matter for discussion. 
sions will give members the opportunity 





wide open as to | 
The ses- 


they have wanted for years—a chance to 


air pet theories, relate personal experi- 
ences, ask pointed questions, etc. No 
prepared speeches or papers will be 
allowed, so the spontaneity and intimacy 
of the afternoon sessions are likely to 
make them memorable (and valuable). 

Another innovation for 1937 will be 
the flashing of the advertising exhibits on 
the screen in the general assembly room. 
with a broadcasted lecture accompanying 
the showing. This amounts to bringing 
the exhibit to the delegates. It super- 
sedes the procedure of having the dele- 
gates go to and walk around the exhibit. 

Looks like a great convention, predicts 
Executive Vice-president Preston E. Reed. 
Advance reservations are running 30 per 
cent ahead of last vear’s. 


Bank of Canton Reopened 


The Bank of Canton, of San Francisco, 
recently reopened as a domestic bank and 
operating under the laws of the State of 

California. Elaborate ceremonies attended 
the reopening and among the events was a 
long distance call from the head of finance 
in China to Mr. T. Y. Tang, executive 
director of The Bank of Canton, Ltd., 
Hongkong, and of The Bank of Canton, 
San Francisco. 

Mr. Tang said, before his departure for 
China, that the San Francisco bank is to 
represent China banks in the United 
States, serve Chinese residents here, and 
promote foreign trade between the two 
countries. 

Mr. K. L. Kwong is president of the 
new institution. Deposits aggregated 
$2,500,000 on opening day. 


Twenty-five Years of Service 


_Frank O. Watts, chairman of the board, 
First National Bank in St. Louis, Missouri, 
last month rounded out twenty-five years 
of association with St. Louis banking 
institutions. He went to St. Louis in 1912 
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as vice-president of the former 
National Bank and a vyear later was 
elected president. When the First National 
Bank in St. Louis was organized in 1919 
through mergers, Mr. Watts became its 
president. In 1928 he was elected chair- 
man of the board of directors. 


Third 


25 Years 


Haynes McFadden, secretary of the 
Georgia Bankers Association, is now on 
the first leg of his second quarter-century 
of service as secretary of that association. 
Mr. McFadden is also publisher of a sec- 
tional banking magazine, The Southern 


Banker. 
New Books 


Economic PRINCIPLES AND PROBLEMS. 


5 


(By Walter S. Spahr and others. Farrar 
and Rinehart.) In this third edition the 
number of authors is twenty-six. Each 
= in one or more concise chapters the 
ndings of years of research and study. 
Book is recommended to bank men who 
sons the importance of having all 

tainable a knowledge in the field 
of economics e work is designed to 
fit into the most thorough courses given 
in colleges and universities. 

MATHEMATICAL PRINCIPLES OF INSTALL- 
MENT FINANCING. (By W. Russell Mules 
and Owen Laws. McGraw, Hill, $5.) 
Helps executives and operators arrive 
at the correct solution in determining 
charges to be made or quoted in install- 
ment selling. An elaborate system of 
tables, with discussion of principles in- 
volved, is noteworthy. 

















Cash in Vault and in 
Federal Reserve Bank 
Due from Banks. . . 


Bank of America 


NATIONAL I ASSOCIATION 
A CALIFORNIA STATE-WIDE BANK 


Condensed Statement of Condition 
June 30, 1937 


RESOURCES 


Securities of the United States 
Government and Federal Agencies . . 
State, County and Municipal Bonds . 


= 


- « $ 151,484,964.32 
ae ae ee 66,810,180.89 


419,845,867.18 








SAN FRANCISCO 
1 POWELL ST. 














89,950,184.41 
Other Bonds and Securities. . 41,664,113.62 
Stock in Federal Reserve Bank 2,523,000.00 
Loans and Discounts . . $77,827,917.08 
Accrued Interest and Accounts Receivable 2,993,419.01 
Bank Premises, Furniture, Fixtures and 
Safe Deposit Vaults . a oh ee 34,940,080.02 
Other Real Estate Owned .. . 2,320,312.43 
Customers’ Liability on Account of 
Letters of Credit, ene and 
Endorsed Bills . 24,378,837.06 
Other Resources .... 820,476.68 
TOTAL RESOURCES $1,415,559,352.70 
LIABILITIES 
Capital - $ §0,000,000.00 
Surplus .. 35,000,000.00 
Undivided Profits . 22,268,717.99 
Reserves . . * 2,665,995.94 
Liability for Letters of Credit and ¢ as 
Acceptor, Endorser or Maker on 
Acceptances and Foreign Bills . 24,904,2 
DEPOSITS: —— 
Commercial $494,496,981.67 
Savings . ;‘ 786,223,403.47 1,280,720,385.14 
TOTAL LIABILITIES $1,415,559,352.70 


This statement includes the figures of the London, England, bank- 
ing office of Bank of America, N. T. & S. A., 


the nine banking offices of the Bank of America (a California State 
Bank) under the same management. 


MAIN OFFICES IN TWO RESERVE CITIES OF CALIFORNIA 


STATE-WIDE 
483 Branches Serving All California 


and does not include 


LOS ANGELES 
660 SO. SPRING ST. 


f  =MEMBER 
| FEDERAL DEPOSIT 
INSURANCE CORP 
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THE NATIONAL CITY BANK 
OF NEW YORK 


Head Office * 55 WALL STREET « New York 
Condensed Statement of Condition as of June 30, 1937 


INCLUDING DOMESTIC AND FOREIGN BRANCHES 
ASSETS 











re ene ee Cs I I I ng os cone ov cneeddimeitiowwesee webas $ 549,793,277.03 
United States Government Obligations (Direct or Fully Guaranteed).......... 419,401 ,464.82 
ee ote cashed: ara Gl @ lara alan acd sige Sed mow nahn ae 92,891,746.00 
a ew cas vi, situs 9h. ws Le wa wIRl.© Galeehor ein MOONS 140,441 ,108.95 
Loans, Discounts and Bankers’ Acceptances.................-..0 2c ee eeees 710,217 ,081.27 
Customers’ Liability Account of Acceptances................20-..0 cece eees 23,909 693.07 
ee eG asec csie bhe eet masonn Nese e bnweN wr 3,637 ,500.00 
Ownership of International Banking Corporation.......................-.. 8,000,000.00 
LT aren or cas vey on o- S wlerh arc ak GELS Sed Oa be 51,130,151.77 
I Ws I gar OAR aa 6G a5 oe RS Re i A ld aay Oe Ew Ca 6,747,193.61 
TS Be printer AF Ah Ry Re es ae ee: Fe EOE RAS Se ER, $2,006,169,216.52 
LIABILITIES 
ag suc ine Prada ts 18 cB ti ge tn dtl eal Mar RG WAR a arated hr ke bona kB Ws gs Bel EAS, RIED $1,807,822,047.23 
Liability as Acceptor, Endorser or Maker on Acceptances and 
NS tern airet. ee ca dea eae, BE LO cra orvict a Mig a Fe vce es .$58,968,961.89 
Less: Own Acceptances in Portfolio................... . 14,542,762.99 44,426,198.90 
nn I I ico cn ddr k vi are miedo sae Hikes be ese WS Oe ee OO se 5,046,056.38 
Reserves for: 
Unearned Discount and Other Unearned Income......................... 4,966,139.00 
Interest, Taxes and Other Accrued Expenses.............. eS =) eee 6,308,193.86 
RS a cheat Oy YE Ie Me sauce wre Hales gucci’ eat k 3p. acs Re a 2,604,000.00 
eo eck Cin Glo nisn Uin hai we aa Sins ee oak ; a _.$77, 500,000.00 
a hon Oras ca A cs Mw can PO Fer oe acta ees Bes .. 43,750,000.00 
I aoa. Weight oes We VALE Rae ERAS HS OTB 13,746,581.15 134,996,581.15 
so Gas uh ts Spi ee Sr Setia sare Rh Wid swine a ee $2,006,169,216.52 





Figures of Foreign Branches are as of June 25, 1937. 
Securities carried at $105,247,848.45 in the foregoing statement, consisting of $73,481,216.32 
of United States Government Obligations, $18,913,391.52 of State and Municipal Bonds, and 
$12,853,240.61 of Other Bonds and Securities, are deposited to secure $79,730,626.93 of Public 
and Trust Deposits, and for other purposes required by law. 


(Member Federal Deposit Insurance Corporation) 
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CITY BANK FARMERS 
TRUST COMPANY 


Head Office * 22 WILLIAM STREET «+ New York 
Condensed Statement of Condition as of June 30, 1937 














ASSETS 

ET ee a ee $ 47,654,882.16 
United States Government Obligations (Direct or Fully Guaranteed).......... 45,046,502.05 
ag Ain ealal bea wih acd avn) are oo FO Wes br oy aw ihoans 6,500,386.42 
Other Bonds and Securities............. o, Gu RSP cdisa vw. ensn ea aeCghd Rd 4. Schle: apdeararacecs 19,697 ,974.95 
ee iss seid Ore be SUE Gave 6,693 ,556.98 
Stock in Federal Reserve Bank................. 00. cc eee ee eee eens 600,000.00 
Bank Premises. oi hati Scan & Wa EARS Lele ware ura eenaledeakeal 4,353,338.25 
Other Assets. . . isle eis Bi Pe Sa eG ALO deve. pele BN & & ee DM eb ES Hern alec erscegs 2,432,835.35 

MS 39-6 dais dh '3. (ae bane akan . .$132,979,476.16 

LIABILITIES 

Deposits......... sg, Ah carne entree BA wed ANS te GETS al cal bs Bish es AC eat eh BA te le acter ee $105,996,460.16 
ES eee Ss enaonebt 2 bk te 0 Sle, Gus oat aly erates & Oe a thn Wik tenl Bameiheart 2,687,751.81 
I I oi a hte cen ooo ng ns Abb aneweice be Mabe Ean eee wed 497,043.70 
Pr Ch sae, Se Weapon li lencl ese asa iran co'Grare Barat us & @le'éle h 6a.S hata ata wbraahada als 10,000,000.00 
A ra Sl Se anains atid 4.5: sn AhMal aie Ditka) wh Ry Be delbn wa wm Gd as ne SS aL 10,000,000.00 
I icky. ac isla Ss Wi Fa diode apg Rie SerRhewi asaya ARR Hoh ole nae adie heractyd 3,798,220.49 

ON tes ei Ri ee es Re a ae ee Ree IY = $132,979,476.16 








Securities carried at $1,516,043.84 in the foregoing statement, consisting of $1,370,000.00 
of United States Government Obligations, and $146,043.84 of State and Municipal Bonds, 
are deposited with public authorities for purposes required by law. 


(Member Federal Deposit Insurance Corporation) 
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Since commodity loaning depends on warehousing, it is noteworthy that field warehouses can be set up wherever 
the inventory to be used as a credit base is located 


Loans on CoMMODITIES 


Loaning, mostly against warehouse receipts, on products from 
Worcestershire sauce to oil under ground, the Houston National 


keeps abreast of local industry, promotes orderly marketing 


HE commodity loan business is 

a creative business. It is a busi- 

ness that, in our case, requires 
observation and study of the many 
industries that are carried on around 
us. Many of our loans are planned and 
made, up to the actual signing of the 
papers, before the borrower has any 
idea that he can borrow, or needs to 
borrow the money. 

We operate a small bank,-one that 
is not so large but that officers can 
give personal attention to all loans 
and to all departments. Each morning 
we have a committee conference, and 
each morning we discuss the current 
trends and activities of local business. 
In preparation for this, we scan the 
papers, note bits of business conversa- 


by 


JOSEPH F. MEYER, Jr. 


President, Houston National Bank, 
Houston, Texas 


as told to 


CHARLES N. TUNNELL 


tion, obtain reports about new indus- 
tries, study both new possibilities for 
old industries and new outlets for 
commodities that are either produced 
or handled in our trade market. 

The commodity loans that come 


through our bank cover such things as 
pecans, rice, cottonseed hulls, pre- 
served figs, whisky and liquors, sweet 
potatoes, popcorn, oysters, fresh meats, 
and dozens of other things including 
Louisiana molasses. It is necessary for 
us to know something about each com- 
modity. For instance, we know that 
the molasses on which we loan money 
is made without lime, that it is genuine; 
we also know that this commodity 
must be marketed the first year or it 
will revert to sugar. 


UR commodity loans also cover 
such imports as Norwegian sardines, 
cherries, olive oil, Worcestershire sauce 
and other items. They likewise cover 
floor stocks of refrigerators, furnaces, 
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Loans are made against a wide range of domestic and imported commodities. The domestic 
list includes sugar, molasses, rice, sweet potatoes, cottonseed hulls, wines, liquor, furnaces, 


and air conditioning equipment. 


The import list includes olive oil, Norwegian sardines, 


and Worcestershire sauce 


air conditioning equipment and simi- 
lar merchandise that has a demand. 
Commodity loans also cover building 
steel, lumber and other things too 
numerous to list. 

Handling commodity loans is well 
within the scope of the average banker. 
It requires good common sense, of 
course, to be a successful commodity 
loan banker, or any other kind for that 
matter, and the banker must either 
have, or obtain, a practical knowledge 
of many phases of business that is 
often not possessed by the banker who 
sticks to bonds, straight commercial 
loans, and real estate. 

For example, all food products are 
not alike. We know that there is very 


little market for canned oysters on the 
Gulf Coast because people eat fresh 
oysters nine months a year and don’t 
buy many canned oysters during the 
off season. So we limit our loans on 
canned oysters. 

On the other hand, we ran into a 
different situation with the local fig in- 
dustry. Figs are a delicacy on any- 
body’s table, but they deteriorate so 
rapidly that it is almost impossible to 
get them to market beyond local points. 
Local consumption was not sufficient. 
When we saw that farmers were get- 
ting nowhere, we ourselves studied the 
situation and worked out a solution. 
Then we approached the proper people, 
showed them where they could pay fig 


raisers a better price, take their entire 
crops, can and preserve the figs, market 
them in an orderly manner, and con- 
vert a losing industry into a profitable 
one. Today, as a result, South Texas 


. preserved figs are in demand, even in 


foreign countries. 

Strangely enough, we have never 
felt that the safety or security of com- 
modity loans was of first importance. 
To be sure we make loans that are safe 
by having plenty of margin and by 
knowing the market demand for the 
commodity before making the loan, but 
the first matter, like that of the doctor, 
is not worrying about our fee, but in 
determining the patient’s reaction to 
our prescription, which in many in- 
stances is an injection of new capital, 
new business blood. Some men and 
some industries can stand such injec- 
tions, others cannot. 


F one thing we make sure, when we 

start we know that we can go all the 
way. Many times a bank loan is a 
handicap to the small merchant or 
business man. He gets only enough 
money to carry on and to operate in 
such fashion that he is running a pay- 
roll mill for the benefit of every one bul 
himself. We have refinanced any num- 
ber of businesses, giving them sufficient 
credit to operate in a manner that 
would make their businesses profitable. 
Some activities may be too big for our 
small bank, so we enter a pool with 
New York and other Texas banks, 
loaning money on commodities, taking 
warehouse receipts, and requiring that 
the borrowers carry a cash reserve 
large enough that the business can be 
operated without handicap. 

We don’t believe the scope of com- 
modity banking for the city bank in- 
cludes crop loans to the farmer. We 
can’t go into that field, because that is 
the job for the country banks. We 
loan money on the crop or the com- 
modity after the harvest and after it 
reaches the warehouse. Rather than 
finance livestock, we make loans to 
butchers so that they can buy calves in 
September and October, slaughter 
them and sell them from cold storage 
when meats are high in the winter 
months. We supply the necessary 
capital to prevent a dumping of crops 
into the commodity market, which 
forces down prices, acting instead as a 
sort of stabilizer. Frankly, we think 
that the banker by making safe com- 
modity loans, and by studying local 
products and their marketing, can do 
more to stabilize markets and bolster 
the law of supply and demand than all 
of the governmental agencies through 
theoretical manipulation. 

Just as loans often regulate the 
marketing of crops, by releasing them 
for use normally instead of permitting 
them to glut the market, or by process- 
ing a portion for shipment and for 
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year-around use, loans on merchandise 
can often mean the difference between 
profit and loss. Every city has plenty 
of instances of merchants working with 
too little capital. Expanded lines, new 
stocks, and supplementary items often 
reduce the overhead and the cost of 
doing business to the extent that a 
profit can be made where none was 
made before. 

All commodity loans are made with 
warehouse receipts properly assigned 
to us, and with the commodities amply 
insured. Although the insurance is 
made to the borrower, it carries a loss 
payable clause to the bank and covers 
every possible form of risk as our pro- 
tection. On imported items, and vari- 
ous food commodities, the warehouse- 
man releases only on an order from the 
bank, delivering to the broker. The 
broker either pays cash, or assigns the 
invoice properly signed and acknowl- 
edged by the purchaser. This is just 
common procedure and does not in- 
volve any unnecessary accounting, de- 
lays or risk. 

Seventy per cent of the cost de- 
livered price to the warehouse is a good 
safe margin, and we loan up to that 
figure, on the average commodity, ac- 
cepting the warehouse receipt as 
collateral. These loans are all short 
term, many of them for 10 days, and 
with the average running 30, 60 and 90 
days. 

The time has arrived when low in- 
terest rates are unnecessary. A decent 
interest rate can be obtained if the 
banker will hold out for it. In our bank 
we consider five per cent a decent rate. 

Twenty per cent of the loans made 
by the Houston National Bank are 
commodity loans. This includes loans 
on oil in tanks and terminals. An addi- 
tional 20 per cent of our total loans is 
made on oil producing property. Oil 
property and oil commodity loans 


JOSEPH F. MEYER, JR. 
President, Houston National Bank, Houston, Tex. 





dovetail. On the oil proper, our loans 
are made when the oil is placed in a 
separate terminal, when insurance for 
fire, tornado, and storm are placed on 
it, and when terminal receipts are is- 
sued to us. 

Our bank was the first in the Gulf 
Coast section to go into loans on oil 
producing properties. We make no 
wildcat or speculative loans. We 
won’t make a loan on one producing 
well. There must be as many as three 
wells on a lease before we will pass a 
loan; so if one or two wells go down, 
the loan can still be retired even 
though it may take a little longer than 
anticipated. 

But like the oil commodity loan, the 
oil property loan must be made with a 
thorough knowledge of the field. We 
get reports from engineers and geolo- 
gists and know every oil dome in our 
section of the State of Texas. Our 
loans are not guesswork. This part of 
our banking can be reduced almost to 
scientific precision, but we still recog- 
nize the human element involved. 
Despite the average banker’s concep- 
tion, the moral risk in oil and oil prop- 
erty loans is important. 


WHEN we loan money on oil prop- 
erty, itis to a man or a firm witha 
good standing and with a reputation 
for being conservative and able to dig 
out of any hole. It is not sufficient 
merely to determine the value of the 
oil property or the margin of the loan. 
If the borrower is a plunger, he can 
easily work himself into receivership, 
and we must then loan more or take 
over the property for protection. How- 
ever, with plenty of value in the 
property, there is little danger even 
with a concern in receivership. It is 
merely a situation that we try to avoid 
so that loans are retired as anticipated. 
We loan money and carry on the 
business of banking in a manner that 
does not include speculation, even 
when our information is such that 
speculation might be reduced to a 
lucrative investment without chance 
of loss. 

We personally contact our cus- 
tomers. We even find time to make 
personal inspections of various proper- 
ties. Our greatest hobby is not the 
pursuit of little white pills over a golf 
course, but the pursuit of information 
about the industries around us. 

Every bank customer is not a poten- 
tial loan prospect. In our eagerness to 
secure good loans, we don’t overlook 
the good customer that does not want 
to borrow money. We serve these non- 
borrowing customers by having what 
we think is one of the best equipped 
banks in the country, and by courteous 
and efficient handling of their ac- 
counts. We stress efficiency. All the 
courtesy in the world will not offset 
errors, so we avoid errors, giving our 













































































Thousands of tons of scrap iron are shipped 
from Houston annually, the Houston Na- 
tional Bank financing much of the business 


customers a standard of service that 
makes their banking pleasant. 

We invest five per cent of our ex- 
pense of doing business in educational 
advertising, using outdoor posters, 
radio and various other forms. Even 
in 1933 when other banks were digging 
in and retrenching, we were advertis- 
ing for good loans. At that time, we 
helped many bewildered business men 
to overcome the effects of depression 
through the addition of new lines, 
through improvements, through the 
study of products and the develop- 
ment of commodity outlets. 


WE are old fashioned enough to be- 
lieve that the average business man 
and his banker can do more toward 
creating jobs by finding new uses and 
outlets for commodities, and by pro- 
moting business in general than can 
be done through doles or subsidies, or 
than can be done by tying up all bank 
investment in government bonds. 
During the past five years, our own 
commodity loans have been in excess 
of $10,000,000, and now oil property 
loans are equal to commodity loans, 
but we have handled a much larger 
volume than this. We take our legal 
loan limit. Then, instead of losing 
customers or having industries go un- 
developed, we have gone to other 
banks. We keep the accounts, and, 
what is more important, we keep the 
prestige in our community of being a 
bank that is a benefactor to business 
and industry. 
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ECAUSE of the tendency of pri- 
B vate corporations to refund old 
indebtedness at the particularly 
favorable rates that have existed in the 
money market, and of the increase in 
state, county, town, and city borrow- 
ings to finance extensive reconstruc- 
tion projects as well as current ex- 
penses, many new bond issues have 
been placed upon the market during 
the past two years. This, with the ex- 
pansion of credit which inevitably fol- 
lows an economic decline, makes it 
reasonable to anticipate that the vol- 
ume of business of this type will pro- 
gress as old issues are absorbed and new 
borrowings for rehabilitation and ex- 
pansion of industry are substituted. 
The principal and interest of bond 
issues are payable at the offices of a 
designated paying agent, which, with 
but few exceptions, is the bank of the 
obligor, or one of its correspondents. 
In many communities, banks, realizing 
the remuneration to be received by 
application of a nominal service charge, 
are actively soliciting agency accounts 
of this nature. This activity, coupled 


Sorting section of the coupon paying division. 
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OPERATING PayING 
AcENcy ACCOUNTS 


How one bank met an increasing demand for 
its services as paying agent for security 
issues by simplifying its operating system 


by 


BENJAMIN W. TAUNTON 


Trust Department, The National Shawmut Bank of Boston, 
Boston, Massachusetts 


with the desire to reduce the cost of 
every service rendered to customers, 
has caused many banks to review 
operating procedures which have been 
in use for years. 

Some time ago, our attention was 
focused upon the coupon paying divi- 
sion of our trust department due to the 
rapid increase in the amount of work 
with which it was faced and the conse- 
quent increase in personnel and operat- 
ing expenses. As the result, we reor- 
ganized our division along original 


This section maintains records, 


receives, keeps, and delivers or cremates, all paid and canceled items 
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lines in such a way that subsequent 
operation has been extremely satis- 
factory. Since several banks have dis- 
played an interest in our methods —we 
have been called upon to assist in the 
reorganization of similar departments 
in other institutions—we shall en- 
deavor to outline them, hoping that 
this article may be of some assistance 
to other institutions outside of our 
immediate influence. 

Although the name of the Coupon 
Paying Division does not so imply, this 
unit is required to redeem maturing or 
called bonds and notes, other than 
personal obligations, to pay interest, 
and to perform other special services 
involving the purchase or redemption 
of various types of securities, as well as 
to pay coupons. It also must file re- 
turns of information and withholding 
returns for Federal income taxes to be 
paid at source, and pay taxes assessed 
on these returns. When you consider 
the varied nature of the transactions 
included in these activities, as well as 
the fact that each agency account has 
its own individual characteristics and 
requirements, you may readily under- 
stand some of the problems with which 
we were faced. Yet, we found an an- 
swer which not onlyminimized the risks 
involved, permitting rapid, efficient 
handling, but improved our service to 
our customers. 

Our first step in undertaking the re- 
organization was to study the methods 
followed in several of the larger banks 
in neighboring communities and, al- 
though we found no similar depart- 
ment which, in our opinion, would 
serve as a satisfactory model, we did 
incorporate in our original set-up cer- 
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tain features which appeared to be of 
outstanding merit. 


OR auditing purposes, we divided 

the department into two units, eacha 
separate cage, and distinguished these 
units as the ““Disbursing Section” and 
the “Sorting Section” hereinafter re- 
spectively referred to for brevity as 
Disbursing and Sorting. To Disburs- 
ing were assigned the primary duties 
of receiving securities for payment, 
issuing receipts therefor, drawing 
checks or remitting in cash for items 
so received, and keeping records of all 
money received and expended. To 
Sorting were assigned the duties of 
receiving, keeping, and delivering, or 
cremating, all paid and canceled items, 
and the maintenance of all records in 
connection with securities. 

We shall limit the scope of our dis- 
cussion to the bookkeeping methods, 
intentionally omitting the details of 
examination of securities, settlements, 
sorting, listing, checking stop-pay- 
ments, taxes, etc. At the time of the 
reorganization, however, each of these 
subjects was given careful considera- 
tion and effective plans for efficient 
operation were instituted. 

Let it suffice to say that, in Disburs- 
ing, items received, after examination 
and cancellation, are listed on a journal 
sheet alphabetically with any addi- 
tional information necessary properly 
to identify the affected accounts. 
This journal sheet, and the ledgers 
maintained in both sections of the divi- 
sion, are divided into two units. One, 
we call ‘“‘Funds,” having reference to 
all accounts for which funds are actu- 
ally received from the obligor for the 


Disbursing section of the coupon paying division. This section receives securities for 


























payment, draws checks or remits in cash for items received, and maintains cash records 


payment of maturing obligations. Re- 
mittances received to pay items due 
are entered upon a quadruplicate form, 
Figure 1, on this page, the first copy of 
which serves as an acknowledgment of 
the receipt of the funds; the second, as 
a credit advice for the bookkeeper; the 
third, as a file copy; the fourth, as an 
earnings credit ticket which serves as a 
credit to the commission ledger, or as a 
billing medium for use in preparing 
statements at a later date. 

The second division of the journal 
sheet and ledgers, which we refer to 
as “Instructions,” includes those ac- 
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ACCOUNT Everytown, Mass., City of 


WE ACKNOWLEDGE RECEIPT OF YOUR LETTER OF 
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i Gity of Everytown 
TO Mr. John Doe, Treasurer 
Everytown, liass. 
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3% Municipal Relief Loan da. 3/1/36 


February ll, 1937 
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THE NATI BANK BOSTON, 
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This multiple form serves as acknowledgment, credit advice, earnings credit 


ticket, and file record of funds received for disbursement. 


It simplified the 


work of the paying agency division and cut expenses substantially 


counts for which we receive authoriza- 
tions to charge the checking account of 
the obligor, or his agent, or a corre- 
spondent, for funds to pay items as 
they are presented. Charges to these 
commercial accounts are prepared 
from the items listed on the “Instruc- 
tions”’ side, and offset by a credit to 
the general account of the division. 
As the bulk of the work received over 
the counter is accepted for payment on 
the following morning, we have the 
opportunity to prepare charges to 
customers’ accounts, forward them to 
the commercial department, and re- 
ceive credit for them on the day prior 
to that on which the items will be paid. 
This procedure is followed in every 
ase with the exception of those pay- 
ments of principal requested upon pres- 
sentation, and any items received 
prior to a maturity date. Thus, we 
eliminate the necessity of checking bal- 
ances or placing “holds” upon cus- 
tomers’ accounts or the preparation of 
any charges on the last business day of 
a month. 


AID and canceled securities are de- 

livered to Sorting and an acknowledg- 
ment of the receipt of them is noted 
upon the journal. The journal is then 
returned to the bookkeeper in Dis- 
bursing. 

After carefully considering all of the 
possibilities for posting these accounts, 
we selected a standard bookkeeping 
machine for its flexibility and sim- 
plicity of operation. For use in Dis- 
bursing, we prepared two forms of 
ledger cards. One is a single card, 
Figure 2a, on page 12, used for “In- 
structions” accounts, accounts of co- 
paying agents, and certain special 
accounts. The other is in duplicate, 
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“ * * FIG.2-A * 
Sha ut Bank : 
acai Bil tesues Ail Dates CASH — 
ACCOUNT OF LEDGER 
Chg. a/o The First National Bank caw 
Notown, Mass. = 
TRUST DEPARTMENT Le I ES a 
COUPON PAYING DIVISION NOTES, BONDS, COUPONS AND/oR 
REGISTERED INTEREST. 
aed 
pare | ockomatance | iTeMe® PAID | oEProsits | pare | BALANCE 
wan 3 bol ‘ i 25,000.00— 25,000.00 (mar ast OO 
wan scr) 4,50000- 45000- 30000- $250.00 jman i037 OOF 
wan 2 cP! | 1,56 0.00— 4,560.00 ‘man ary Oe 
ua 3 aot 4 4 a8 3,000.00 man so7 20% 
man Scr 660.00- 4500- 70500 wma 3937 OO 
wan 4cP | 33000- , | MAR q 
MAR 6 CP i 9 00 0— 
THE NATIONAL oe 
Shawmut Bank " RVERYTONN, MASS., CITY OF 
mm Municipal Relief Loan 
ACCOUNT OF da. 3/1/36 
Ki h 1, 1937 
TRUST DEPARTMENT poy ee 
COUPON PAYING Division 
teed 
OLD BALANCE ITEMS PAIO | DEPosiTs | pare j BALANCE 
| 12500000 |ree13m7} 125,000.00% 
25,000.00 i 7,500.00 reai3se7 132,50000% 
43250000 108,000.00- 7,000.00- } iMaR 107 17,500.00% 
17,500.00 | 450.00- | \maR 1937, 27,05000% 
47,050.00 4,53000— 69000- 150.00-| juan a7 22,680.00% 
1162099 599900-— i 2 668 000% 
THE NATIONAL a Re FIC.3 
Shawmut Bank . ities mass... CIRY oF 
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MAIL SECURITIES TO: 








City of Everytown 

Mr. Henry Smith, Auditor 
Bverytown, Mass. 

ADDRESS COMMUNICATIONS TO Gity of Bverytown 
Mr. John Doe, Treasurer 
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FIGURE 2A. 
special accounts. 


This form is for instructions accounts, accounts of co-paying agents, and 
FIGURE 2B. This is the ledger and statement form. The original goes 


to the funds customer, the duplicate is the bank’s permanent record. FIGURE 3. This isa 
control of items form. It shows items received, items delivered or cremated, and the balance 


of securities on hand. FIGURE 4. 


This is an alphabetical file card describing accounts, 


issues, billing rates, and carrying addresses and instructions 


Figure 2b, on page 12, of which the 
original serves as a statement for the 
customer and the duplicate as a 
permanent record. Accounts are 
opened and carried on these ledger 
cards in accordance with the wishes of 
the individual customer, generally 
showing the name of the obligor, the 
description of the issue, and the ma- 
turity date of the obligation, but, in 
some instances, showing simply the 
name of the obligor and covering all 
payments made for his account, with- 
out regard to issue or maturity. 


TPON receipt of the advice of funds 
deposited, the bookkeeper opens an 
account in accordance with the infor- 
mation shown on the ticket, posting 
the deposit in much the same manner 


as that followed in the average com- 
mercial department. Items shown on 
the ‘“‘Funds”’ side of the journal sheet 
are charged against deposits on their 
respective accounts. Items listed on 
the “Instructions” side of the journal 
are posted both as funds received and 
items paid. On the last day of the 
month, the bookkeeper carries forward 
unexpended balances to new cards, de- 
taches the statements and delivers 
them to Sorting to be enclosed with 
securities to be mailed out. 

Upon receipt of paid and cancelled 
items by Sorting, the contents of each 
package is checked, and a journal is 
prepared listing all items received and 
all items to be delivered or cremated. 
Posting to the ledger of this section is 
also done upon a standard bookkeep- 


ing machine; but, due to the fact that 
the number of entries covering items 
received far exceeds those delivered or 
cremated, the machine has been altered 
so that it will automatically add in the 
first three registers and subtract in the 
fourth, the reverse of the conventional 
set-up. A ledger card, Figure 3, on 
page 12, which shows the items re- 
ceived, delivered, or cremated, and the 
balance of securities on hand, is used 
in this section. The caption for each 
account is identical with that appear- 
ing on the corresponding card in Dis- 
bursing. 

When securities are delivered, a 
simple numbered letter of transmittal, 
in triplicate, listing totals only, is en- 
closed in the letter with the statement 
received from Disbursing. The original 
copy of the letter of transmittal is for 
the customer’s use, the second is a 
receipt, and the third is used for audit- 
ing purposes. Securities being de- 
stroyed are listed upon numbered cre- 
mation certificates which are also pre- 
pared in triplicate. All securities leav- 
ing this section must be listed on one 
of these two forms and posted to the 
journal with reference to the number. 


FOR quick reference, an alphabetical 

file is maintained in both Sections of 
the coupon paying division made up 
of cards, Figure 4, on page 12, which 
completely describe each account 
handled by the bank, the issues, billing 
rates, addresses, and instructions per- 
taining thereto. In Disbursing, we also 
maintain a chronological file, used for 
the mailing of notices of obligations 
about to fall due, and as a general 
tickler file. 

So far, we have endeavored to out- 
line the procedure followed in the 
division, with particular reference to 
important forms, and the manner in 
which they are used, omitting detailed 
reference to the auditing control main- 
tained upon the operations of the 
division. As we have already noted, 
however, the division is physically 
separated into two cages to eliminate 
the possibility of any of the personnel 
in the Disbursing Section again hav- 
ing control or custody of securities, 
once they have been paid. 

The trust department has a general 
“Corporate Trusts” account in the 
commercial department for which a 
ledger is maintained by the trust book- 
keeping section. Each sheet in this 
ledger shows cash received, disbursed 
or on deposit, and securities received, 
delivered or on hand for the account in 
question. Two accounts in this ledger 
are allotted to the coupon paying divi- 
sion, one to cover all paying agency 
accounts, the other, all tax accounts. 
It is these two master accounts which 
give us absolute control of all funds re- 
ceived and disbursements made in the 


coupon paving diviston. (See page 25) 
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A Few Vital Things to Remember 


HE BORROWER is not the bank. The depositor is. To the credit 

l of every borrower is placed a portion of his own funds and a 

portion of those of every other depositor, most of whom are 

not borrowers. It is when the demands of the borrower are 

recognized to a greater extent than the rights of the depositor, 
whose money he is asking for, that bank assets are weakened. 


- Have no supplementary agreements on loans. Let the note 
express the contract. It will eliminate trouble with the borrower 
and insure a better bank. 


Loans are made to be paid—not carried. A great many people 
prefer, and some demand, the latter. A definite liquidation with a 
minimum of exceptions is the best guaranty of a sound loan 
portfolio. 


Loans are rarely bad at the time they are made but good loans 
sometimes become bad loans. At the origin of a loan every credit 
precaution is usually taken. It is the same care applied during the 
life of the loan that prevents losses. 


The maximum gain a collateral loan will produce is limited to 
the interest called for by the rate entered on the note. The 
collateral accepted can be the source of real losses but no profits. 

A great part of all restrictive banking legislation passed in the 
last few years has been directed ta enforce the proven principle 
that the use of bank funds for speculative purposes is unsound. 


Remember that every depositor considers his bank deposit cash. 
The deposit account and the checks issued against it are “bank 
money.” These credits and checks represent many times the amount 
of currency available or in use. They are the means of carrying on 
most business transactions. The banker’s obligation is to make 
certain this medium of exchange will always be what it is supposed 
to be—a safe one. To be safe, “bank money” must be supported by 





Percentage 
& 


HERE is a course of study offered in some universities on the 

subject “Risk and Risk-Bearing.” It is a study of the in- 

fluence of uncertainty on business affairs and takes up every- 
thing from the odds on the throw of dice to insurance. In fact, it 
is an education in percen’ and a demonstration of the persistent 
element of uncertainty which makes necessary the exercise of 
business judgment. 

One of the fundamental things ht is that there is prac- 
tically no such thing as an even bet. can be illustrated by 
two men flipping a coin on the wager of Five Dollars. The chances 
oh a flipped coin are essentially per cent that it will fall either 
heads or tails. At least that can be assumed for the purpose of 
this illustration. Gran the even chance and an even amount 
in dollars wagered, the risk is even only if the amount wagered is 
of the same value or importance to both individuals taking 


the risk. 
Now apply this principle to the business—the banker 
risks funds that are not his but for which he is trustee at a 


maximum possible gain of an interest percen limited by law 

and practice against a borrower who Bmirvuny ~t funds for pur- 

poses beneficial to himself or his business and the intention of 

using them for a much greater possibility of profit or personal 
vantage. 

Our business income and our business operations are founded 
and conducted on terms of percentage, an interest per cent. The 
nS al — =< ee amount 
and cannot, by any stretc! magination, a sporti 
per cent. One Hundred Dollars must work very hard for an yt 
year to earn Six Dollars under normal conditions, and under 
present conditions to earn even Three or Four Dollars. 

Every dollar of expense and every dollar of loss must be set u 

the amount money will earn at interest. When you think 
or say it does not matter about Five Dollars you entirely forget 
that One Hundred Dollars or more must work one year for it. A 
teller who has a Five Dollar shortage is not merely Five Dollars 
short—he has in fact taken away from a bank all it can earn in 
one year on a certain amount of invested assets. Multiply both 
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assets, other than cash, that are absolutely sound. 





these factors by any number you choose and the fundamental and 
= eee the same, 

Learn to of your business, in fact any business, in terms 
of percentage. Remember, a loss or an unnecessary 
destroys or offsets the limited earning power of so many do 
assets at a fixed rate of interest. 


expense 
lars of 


il 








Because of the popularity of President Dodge’s editorials they have been reproduced in booklet form 


Lditortals on BanKIN 


Once-a-month editorials written by the president of The 
Detroit Bank interpret bank policy to the staff ...and 


form the basis of the bank’s customer relations program 


This article is a printing of a 
group of editorials on banking 
written by President Dodge of The 
Detroit Bank, for officers and em- 
ployees. President Dodge began 
writing monthly messages for his 
bank’s publication, ‘‘The Teller,’’ 
in 1934, and has contimued to date. 
His most recent editorials are those 
on ‘Selling Credit—I,’’ ‘‘Selling 
Credit—II,’”’ and ‘‘Selling Con- 
venience,’’ published herewith. 


THE EDITOR. 


People 


EITHER banking nor business is 
4 conducted in buildings, factories. 
and shops —but in the minds of men. 
rhe best of buildings, equipment, and 
records are easily obtained or easily 
copied, and these things themselves, 
and the uses lo which they are put. are 


by 
JOSEPH M. DODGE 


President, The Detroit Bank, 
Detroit, Michigan 


the planned result of the thought 
processes of some man or group of men. 

The difference between a good busi- 
ness and a bad business, or a good bank 
and a bad bank, does not begin with 
the assets, the building, the equipment, 
nor the records; but farther back than 
that —in the minds of the people who 
direct and conduct it. The real differ- 
ence is in the people —the best business 
or the best bank has the best people init. 

Banks and business are made sound 
and kept sound not by size but by 
sound men holding to sound funda- 
mental practice. 

There is a direct relationship be- 


tween the kind of business you do and 
the kind of thinking you do. Good 
judgment is always the product of 
superior minds. 

Our business will improve as we 
select and provide the _ individual 
capacity for right thinking. 


Figures and Facts 


N a business dealing mostly with 

bookkeeping, it is a common mis- 
take to arbitrarily assume figures and 
balances are facts. Figures only indi- 
cate facts. They are facts if supported 
by the evidence and they have value in 
the proportion they can be sustained. 

All that can be proved with figures 
are totals and balances. An amount 
in figures posted to the wrong account 
may permit an accurate (See page 51) 
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to SMALL 


LoAN EXPERIENCE 


ONTHLY payment loans have 
M been of particular interest to 

bankers in recent years. Per- 
haps the appeal lies in the chance 
offered to employ additional funds at 
rather attractive ratés with compara- 
tively small risks involved. As dis- 
tasteful as the small loan business is 
to the average commercial banker he 
has been in no position, particularly 
since 1933, to turn up his nose at an 
opportunity to materially boost his 
profits. 

Another reason for the quickened 
interest, probably, is the success 
attending the installment loan oper- 
ations of certain large banks located 
in the financial centers. These insti- 
tutions have undeniably demonstrated 
‘to bankers everywhere the practica- 
bility of operating a small loan and 
monthly payment business on a sound 
and profitable basis. 

Last, but far from least, the bankers 
of America have, perhaps, become 
conscious of the important part played 
by the masses in our general scheme 
of things, even economics. Maybe, 
without caring to confess it, many 
have asked themselves if it would not 
be wise to gear their machinery to a 
slightly less exclusive tempo and 
simultaneously extend their services 
to embrace more of those citizens 
whose votes convey mysterious quali- 
ties with which we are all more or less 
familiar. 


N our particular case we have been 

feeling the installment loan water, 
figuratively speaking, for a period of 
nine years. On June 14, 1928, we 
announced via newspapers our new 
Monthly Loan Plan. It was a rather 
perfunctory kind of announcement, 
sort of like inviting your mother-in- 
law out to Sunday dinner. From then 
until May 1, 1936, we ran an occasional 
newspaper ad and once mentioned this 
service on our three billboards. 

Despite the fact that we have far 
more accounts of individuals than any 
bank in our city and hold a competi- 
live edge from the standpoint of 
deposit costs, our customers didn’t 
take to our plan very well. This was 
due no doubt to the vigorous advertis- 


During the first year of promoting its 
own monthly re-payment loan plan State- 


Planters Bank made loans of $1,435,500 


by 
RICHARD H. WELLS 


Assistant Cashier, State-Planters Bank and Trust Company, 
Richmond, Virginia 


ing campaign for this business con- 
stantly waged by local industrial 
banks. 

On May 1, 1936, we decided to stop 
wading around and to jump in for a 
real swim. There were certain limita- 
tions, however, beyond which we did 
not care to venture. We have been a 
commercial bank since 1865 and we 
have no desire to give the impression 
that we are abandoning that field to 
enter the industrial bank class. 

It was decided that we would con- 
fine our advertising for installment 
loans to our own customers, staying 
out of the newspapers and other media 


circulating among the public. No 
separate department was set up, it 
being felt that the great slack in loan 
activity, common to all banks, could 
absorb the increasing activity which 
we anticipated from our efforts to 
promote monthly payment loans. 
Neither did we go out and purchase 
the services of a likely young man from 
one of the finance companies who had 
proved adept at influencing dealers. 
We planned to confine our lending to 
our own customers and accept only 
prime risks, the thing that so many 
experienced installment loan men say 
can’t be done. Don’t infer from this 








ODERN HEATING EQUIPMENT has made posible the 
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As part of its promotional program the bank ran a newspaper advertising campai$! 
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that every application isn’t given full 
consideration. Many applications 
which at first blush appear undesir- 
able are worked over and worked out 
to a point where they are acceptable 
and subsequently prove to be excel- 
lent loans. 

On April 30, 1936, we sent a letter 
announcing our plan to every checking 
and savings account customer we had. 
This set forth the discount rate, the 
length of time a loan could run, credit 
requirements, etc. The letter was 
simple and to the point and included 
the names of the officers to whom the 
customer should make application for 
a loan. The rates set forth were as 
follows: $6 per $100 on loans from 
$100 to $299, $5 per $100 on loans 
from $300 to $599, $4.50 per $100 on 
loans from $600 up. Final maturities 
ran from three to eighteen months. 
The plan called for no investigation 
fees or other extra charges, a point we 
have stressed in every piece of adver- 
tising material which we have used, 


OR the next few months we fol- 

lowed up the letter with statement 
stuffers or printed slips in the monthly 
statements rendered our checking ac- 
count customers. In addition such 
slips were inserted in all savings pass 
books. These were always short and 
snappy and for the most part featured 
the moderate rates available at our 
bank. They were supplemented with 
lobby posters and lobby displays which 
were rotated among our five units. At 
employee meetings our installment 
loan plan was a favorite topic and 
many good loans resulted from these 
discussions. Recently we have pub- 
lished a small folder which sets forth 
in greater detail the operation of our 
income loan plan, as we call it, and 
how it benefits those who use it. 
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featuring home modernization financing 
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of these purposes: 

‘To modernize or equip your home. 
To discount your bills. 

To buy store or office equipment. 





Income Loans Serve Many Purposes 


Ask about our Income Loan Plan, if you are thinking ot borrowing money for any 


To meet unexpected expenses. 
To purchase an automobile. 
To purchase seasonal merchandise. ~* 


Repayable in three to eighteen monthly deposits, according to your convenience, Our 
only charge is the discount collected at the time the Joan is made, on the following basis: 








Lith 
usinc FUTURE income NOW 


If you would find it convenient to have 
additional funds at present and repay 
the loan with monthly deposits over a 


$6.00 per $100.00 per year on loaus from $100.00 to $299.00 


$5.00 per $100.00 per year on loans from $300.00 to $499.00 
$4.50 per $100.00 per year on loans from $500.00 up. 


_period from three to eighteen months,we 
suggest our Income Loan - Theonly 
cost is the original advance discount of: 























1031 Borrowers in 90 Days 


Will a reasonable amount of money enable you to attain a goal or fulfill a 
wish? Our Income Loans furnish cash for educational purposes, home mod- 


| ernization and equipment, auto financing, etc. 











f 4 features of Our 


(1) No investigation fees 





INCOME LOAN PLAN 
(2) No extra charges 
(4) Moderate interest rates 


= 


(3) Repayable in monthly installments 





*AMOUNT OF 





*Maturity or MonTHLY INTEREST INTEREST OR Torat Cost Borrower 
Loan Loan Deposits Rate Discount or Loan Receives 
$100.00 12 months $ 8.33 6% $ 6.00 $ 6.00 $ 94.00 
$300.00 12 months $25.00 5%, $15.00 $15.00 $285.00 
$600.00 12 menths $50.00 44% > $27.00 $27.00 $573.00 














Ask for Copy of Booklet “Of Importance to You” 





*Loans are available for shorter or longer periods and for larger or lesser amounts. 
For details see Mr. Fleet or Mr. DuVal at the Head Office,or the manager of any of our six branches. 





STATE-PLANTERS BANK and TRUST CO. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 











Two points are of particular interest in the advertising pieces shown above, the stressing of 
monthly re-payments, and the basing of the interest rate on the amount loaned 


These are distributed by our officers 
and to a smaller extent, the senior 
clerks. Our total advertising bill dur- 
ing the first twelve months in connec- 
tion with the promotion of this phase 
of business was less than $400. 

Before going into any figures I 
want to emphasize the fact that we 
have no contracts with dealers to 
handle their paper nor have we made 
any particular drive to solicit such 
business. Our installment loans are 
handled by two junior officers at the 
head office, who, incidentally, have 
other duties to perform, and by the 
various branch managers. The me- 
chanical details are handled by our 
regular discount department and 
monthly deposits which ultimately 
liquidate the loans are made at our 
Christmas Savings window. 

During the twelve months following 
the date on which our first letter was 
sent out announcing the plan, we 
made a total of 4,204 monthly pay- 
ment loans for $1,435,500. They 
were divided as follows: 


Income Loan Plan.3,955 for $1,018,146 
FHA Title I 192for 110,417 
57 for 307,050 


The discount on Income Loan Plan 
and FHA Title I loans and earned 
income on FHA Title II amounted to 
just short of $100,000, which is not 
to be sneezed at. 

Of the total number of loans made 
the four branches produced 2,864, 
while the head office marked up 1,340. 

In the Income Loan Plan division 
there were 277 conditional sales notes, 
256 automobile loans, 491 collateral 
loans, 494 trade notes and 2,437 notes 
secured by endorsement. 


WHAT of the experience in losses 
and delinquencies? 

One year after launching our plan we 
had nineteen notes on which there 
were payments delinquent for thirty 
days or more. The delinquencies 
totaled $635.86, while total unpaid 
balances on the same notes were 
$1,807.87. There were no admitted 
losses for the year and among the 
nineteen notes delinquent thirty days 
or more only four classified as doubt- 
ful, totaling $253.30. 

If Roger Steffan, whose outstanding 
ability in this field is well recognized, 
saw these figures he would probably 
say we are making too few loans. 








course, total outstanding. 
of our fourteenth month approaches 


small 
practicable basis. 
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llowever, we have elected to follow 
that channel which runs very close to 
shore. The rapid rise in living costs 
and the increasing attractiveness of 
the gadgets dangled before Mr. Public’s 
eyes and obtainable for a dollar down 
and a dollar a week for 100 years are 
interpreted by us as warning signals. 
We have no desire to repossess any 
one’s automobile or to obtain a flock 
of judgments for non-payment of 
debts. 

The reaction of the public to our 
plan has been excellent. We have 
made this type of loan to people in 
many walks of life and word of mouth 
advertising by pleased customers has 
been an important factor in building 
what we consider a very satisfactory 
volume for one year’s effort. 

The buzz saw of this business which 
must be fought all the time is, of 
As the end 


this figure continues to show a healthy 
increase. 

Naturally, the past year has added 
lo our experience and our feeling that 
loans can be handled on a 
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G™= are times in every person's life when future in- 
come would be more valuable if it could bé used 

immediately. You may have an opportunity to pur- 
chase something you want at a material savings, or some 
unforseen need or emergency may arise which makes imme- 
diate cash necessary. Home repairs and furnishings; the 
purchase of a new automobile: mortgage curtails; taxes: 
children's educational expenses; emergency bills and many 
other items come under this classification. 


To supply the needed funds at such times, State-Planters 
offers the Income Loan Plan. Under it adults with regular 
income may borrow the sum they need and repay the loan 
by making regular monthly deposits in a special account. 


Such loans may be secured by satisfactory endorsement, 
stocks, bonds, title to a new automobile, or other forms of 
collateral. Where collateral is pledged no endorsement is 
required. The plan is simple, convenient and prompt. In 
addition, the moderate rates effect a real economy for the 
borrower. 


The rate charged varies according to the size of the loan. 
The discount (deducted in advance) is the only cost to 
the borrower. There are no investigation fees or other extra 
charges. 


Particular attention is called to the schedule on the 
opposite page. 





EXPLANATION and SCHEDULE 
i ul 


* Amount of * Maturity of Monthy Discount Votal Cost 

Loan twan Deposit Ratc of Lean 
$ too s2months $ 8.33 6% $ 6.00 
$ 300 12 months $ 25.00 5% $15.00 
$ 500 12 months $ 41.66 44% $22.50 
$1,000 12months $ 83.33 4% $45.00 
$2,000 i2months $166.66 414% $90.00 


*Loans are available for shorter or longer periods and 
for larger or lesser amounts. 


*Where a definite sum is desired, say $100.00, the cost 
can be added to the note, making the amount borrowed 
$106.39, and the proceeds an even $100.00. 


Where a sound bank loan will serve a constructive pur- 
pose, whether it be improvement of the family’s welfare or 
the means of grasping an opportunity, you are invited to 
investigate our Income Loan Plan. Prompt and courteous 
attention is given each application. 


State-Planters Bank and Trust Company 
Head Office. goo East Main Street. 
oN 
BRANCHES 
Broad at 6th Broad at Lombardy 
Hopewell, Virginia 
on 


Member Federal Depusit Insurance Corporation 


Broad at 25th 




















Booklets for Bankers 


EADERS can obtain free copies of the material listed below by addressing their 
requests, on their bank’s letterheads, to The Editor, The Burroughs Clearing 


House, Second Boulevard and Burroughs Avenue, Detroit, Michigan. 


The book- 


lets and pamphlets are available through the courtesy of their various publishers. 


New Booklets 


Letters of a Business Man to His Son—A 
series of seventeen advertisements published by 
American National Bank and Trust Company of 
Chicago. Aimed at a better understanding of 
the functions of banking, these advertisements 
discuss such subjects as checks as “‘currency,”’ 
why banks make service charges, the value of 
trust service, going to the bank for a loan, the 
bank as a source of business information, and a 
custodian account for the traveler. 


Creating New Business Through Insured 
Personal Loans—Booklet describes a plan for 
issuing blanket policy insuring the life of each 
borrower for the unpaid balance on his note, the 
insurance decreasing as the unpaid balance 
decreases. Protection goes into effect when the 
loan is made, permitting the bank to use a note 
form stating that life of the maker is insured. 

Ten-Point Guarantee of Structural Insula- 
tion—Twenty-page booklet outlining the re- 
sources of the company and the experience of 
users behind a guaranteed structural insulation. 
Written guarantee is reproduced and a full page 
is devoted to each of its ten points. Each point 
is an advantage of that type of insulation, so 
booklet describes uses of the insulation and what 
is expected of it. A good reference for banks 
which are builcing, adding or redecorating rooms, 

New Profits from Idle Days—A brief history 
of building with permanent materials, concluding 
with the present day trend to build with 24-hour 
cement. Interestingly, well-written by Waldemar 


Kaempffert, Scientific Editor, New York Times, 
for one of the country’s largest cement companies. 


1812-1937—Exceedingly interesting booklet 
commemorating a century and a quarter of 
banking service by Manufacturers Trust Com- 
pany, New York City. Manufacturers Trust 
Company, with 61 offices serving more than 
450,000 customers, is the product of a series of 
mergers. The origins of 39 independent banking 
institutions that make up the present company 
are uniquely arranged in the booklet by a history 
chart or family tree. Pictures of old New York 
and incidental material add to the interest of the 
booklet and the financial history it tells. 


Booklets Still Available 


Callable Bond Issues—A pamphlet tabula- 
tion of 300 callable Railroad, Public Utility and 
Industrial bonds of general market interest bear- 
ing 4% per cent, 5 per cent and higher coupons 
which have sold over their call prices this year. 
It tabulates their pertinent redemption provisions 
and shows, as of the first day of each month for a 
six months’ period, the price at which the yield is 
exactly zero to the first possible call date. 

For Modernization or New Construction 
Air Conditioning—A series of folders is available 
showing complete, movable “all-in-one” air con- 
ditioner, individual room conditioner, and central 
conditioning system. Heating units are also 
illustrated. System has satisfied users throughout 
United States. The list includes prominent 
hotels, banks, theaters, department steres, office 
buildings, shops and clubs. 





Railway Express Solves My Collection 
Problems—Special service rids one of troubles, 
delays, worries in collecting out-of-town accounts. 
Small pamphlet gives details of service, including 
a schedule of charges for collecting and remitting. 

Common Financial Terms—A small booklet 
which furnishes brief, understandable definitions 
of frequently used financial terms. Example: 
Equity—the extent of the owner’s right in his 
property after provision for paying all claims and 
liens against it. For practical purposes, the 
definitions are complete, but have not been car- 
ried to finality in all cases. Published by a mid- 
west financial house for its customers, and now 
being offered to a limited number of readers of 
The Burroughs Clearing House. 


Real Estate Mortgage Bonds—Printed re- 
ports giving detailed information on more than 
200 widely held real estate bond issues. Each 
report covers a separate property and contains 
latest available information about earnings, re- 
organization progress, occupancy, and other per- 
tinent data. Banks and security dealers desiring 
copies should specify name of issue in which 
interested. 


Investment Service 


Definite Bond Market Recommendations 
— An eight-page analysis and forecast of the bond 
market with definite buying and selling advice is 
offered by an impartial financial service. This 
includes some 150 bonds divided into two groups: 
Investment bonds, held by banks and trustees, 
and bonds suitable for holding by business men. 
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WASHINGTON..... 


Consideration is given the question of interest payments 
on public deposits... A further subsidy of farm credit by 


Congress...Condition of the Treasury... A bank tax ruling 


by 
HENRY D. RALPH 


Washington Correspondent, The Burroughs Clearing House 


Interest on Public Funds 


The banking committees of Congress have been giving 
much study to the problem presented by the fact that four- 
teen states still require banks to pay interest on public 
deposits whereas the Banking Act of 1935 prohibits the 
payment of such interest after August 23, and as this issue 
of The Burroughs Clearing House went to press it appeared 
that the Federal law might be amended to permit the pay- 
ment of interest on state and municipal funds at least for a 
limited period. Several bills were pending before the two 
committees ranging from a two-year extension to an out- 
right repeal of the prohibition against paying interest on 
public funds. 

Since the 1935 act went into effect, a number of states 
have repealed their laws requiring the payment of interest 
on their deposits. In some states there are constitutional 
provisions which make such action difficult or impossible. 
Some of the states require competitive bidding ameng banks 


desiring to handle public funds, and obviously the interest 
rate is the only basis for such bidding. Postponement of 
the prohibition is being urged chiefly by the League of 
Municipalities on behalf of cities desiring to receive interest 
on their bank deposits, but the extension is opposed by 
the American Bankers Association on the ground that it 
would be unfair to states which have already brought their 
laws into conformity with Federal law and because it 
might lead to a breakdown of the general prohibition 
against payment of interest on demand deposits. 

The fear has been expressed that if the prohibition re- 
mains in effect a number of state banks may withdraw from 
the Federal Deposit Insurance Corporation in order to be 
able to pay interest on deposits of public agencies and that 
this might weaken the FDIC system. 


Social Security Ruling 


State chartered banks in all of the forty-eight states are 
held to be subject to Federal Social Security taxes, unless 
members of the Federal Reserve System, in a blanket ruling 
issued by the Bureau of Internal Revenue. 

In separate rulings during the past year the bureau has 
held that under the laws of eleven states the banks 
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chartered in those states were not instrumentalities of the 
states and therefore not exempt from taxation, and the 
same ruling has now been applied to all the other states 
without exception. Such a ruling was not unexpected, 
but it definitely sets at rest all doubt regarding the status 
of state banks in any particular state. 

As a result of this ruling all state banks not members of 
the Federal Reserve System are subject to the unemploy- 
ment benefit tax if they have eight or more employees and 
both they and their employees are subject to the Federal 
old age annuity pay roll taxes. 


No Security Write-Up 


Notice that the administration will not tolerate infla- 
tionary practices by national banks was served by J. F. T. 
©’Connor, Comptroller of the Currency, in warning that 
banks will not be allowed to write up the value of securities 
when their price rises beyond that paid by the bank. The 
comptroller’s office does not consider it sound banking 
practice to take appreciation in investment securities un- 
less these are actually sold. Where banks purchase any 
securities, including ‘government bonds, at less than par 
or less than the current market price, these securities must 
be carried on the books at the price actually paid as long 
as they remain in the bank’s portfolios. The comptroller 
has also announced that premiums paid for government 
bonds must be amortized in the same way as premiums 
paid for other securities, even though the law specifically 
exempts government securities from this requirement. 


Charge-Off Tax Rulings 


Uncertainty regarding the practice to be followed by 
banks in writing off bad debts for Federal income tax 
returns has been removed by a series of interpretations by 
.chief counsel of the Bureau of Internal Revenue. 
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For several years regulations have provided that where 
banks or other corporations, either Federal or state, charge 
off debts in whole or in part in accordance with instructions 
from bank examiners the amount of the charge-off may be 
allowed as a deduction from taxable income, but only 
during the tax year in which the charge-off took place. 
This regulation has now been clarified. One point made is 
that where a debt has been ascertained to be totally worth- 
less a tax deduction will be allowed only where such ascer- 
tainment and charge-off are both made within the same 
tax year. Where a debt has been ascertained to be totally 
worthless but no income tax deduction has been made and 
subsequently the debt is sold, the bank may not deduct 
any loss based upon the difference between the original 
basis of such debt and the sale price, but if the debt is sold 
for an amount in excess of the original loan, the bank must 
report the difference as income. Where a debt has been 
ascertained to be partially worthless, the bank is not 
required to charge off this loss and claim a deduction in any 
particular year, but the deduction may be claimed during 
the tax year in which the loss is actually written off and to 
the amount of the charge-off even if greater than the 
original estimate of the bank examiner. These rulings are 
identifiable as general counsel’s memorandum 18525. 


Davis on Public Relations 


Broad hints that the public may demand a more unified 
control of the nation’s banking and credit system if not 
actual government ownership and operation of banks in 
the event of another depression were dropped by Chester 
C. Davis, a member of the Board of Governors of the 
Federal Reserve System, in a recent address before the 
Montana Bankers Association. Governor Davis, formerly 
chief of the Agricultural Adjustment Administration, 
stated that laws are made by Congress in response to 

















With the seven-year gap between income and outgo 
now diminishing, the Treasury closed the fiscal year 
with a net deficit of $2,707,000,000 but with the pros- 
pect that the 1937-38 budget may show an approxi- 
mate balance. 

There is a probability that if expenditures do not 
exceed budget estimates and if the Treasury’s gold 
sterilization program does not get out of hand, the 
government may borrow no more new money except 
on short-term bills and savings bonds and may actually 
begin to retire outstanding issues within the coming 
year. A start on such retirement could be made even 
though the budget were not strictly balanced on a cash 
basis because of the operations of the social security 
trust fund. 

A big refunding operation faces the Treasury 
September 15 when $817,000,000 of 3144 per cent notes 
come due in addition to $300,000,000 of special bills, 
and it is not likely that the Treasury will have sufficient 
cash on hand to retire any considerable amount of 
these issues. 

As the fiscal year advances, however, the Treas- 
ury expects to be in a position to retire substantial 
portions of note issues coming due in Febru- 
ary, March, and June, and it is expected that the 
department will make every effort to reduce the volume 
of notes held by banks which make up a portion of 








Treasury Income and Outgo 





excess reserves and which are an important factor in 
the control of credit. 

An uncertain factor is the demand that will be made 
on the Treasury to purchase imported gold for its 
inactive or sterilized fund. During the past six months 
purchases totaled approximately $1,000,000,000, but 
officials believe that imports will taper off, and state 
they are not considering any changes in the gold pur- 
chase program. Within a few months it may be 
possible to purchase gold with cash instead of with 
borrowed funds. The debt retirement fund, which 
recently has been used only to purchase those small 
portions of maturing issues which were not refi- 
nanced, will exceed $1,000,000,000 during the coming 
fiscal year and if the budget shows a cash balance it 
will be brought into play to retire blocks of outstand- 
ing notes as they come due. 

In addition, the social security trust fund may be’ 
counted on to relieve the Treasury from the necessity 
of new borrowing; if the budget is not balanced the 
Treasury can issue new securities directly into these 
funds, while if the budget is approximately balanced 
or shows a surplus the Treasury can buy up or retire 
outstanding issues for the credit of these funds. The 
long-time outlook, therefore, is for a substantial 
reduction in the amount of Treasury notes outstand- 
ing, largely held by banks. 
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public opinion and warned bankers that if they wished to 
forestall undesirable legislation they must educate the 
general public regarding the functions performed by private 
banking. He also expressed the opinion that the country 
will never return to the pre-depression laissez-faire attitude 
but that economic problems will be handled through 
government, perhaps along unprecedented lines. While 
defending bankers against the popular charge that they 
were largely responsible for depression conditions, Governor 
Davis pointed out that the public naturally turns against 
bankers whenever anything appears to be wrong with 
money and credit conditions. 

Turning to present conditions, Governor Davis said: 
“There is such a diffusion of public responsibility, such lack 
of unity, such diversity of regulations in the American 
banking system that it falls short of the workable ideal. 
In this situation there is enough of danger from the view- 
point of private bank ownership and operations to chal- 
lenge the bankers to insist on and lead in progressive and 
intelligent reform. If another crisis finds the American 
banking system disorganized and ineffective, the American 
citizenry, inherently conservative though it undoubtedly 
is, may nevertheless seize a short cut. Certainly public 
opinion at such a time will have scant patience with past 
timidity and inertia of bankers, and with petty bickerings 
for power among official agencies, when it searches for the 
causes of disunity and incompetence.” Pointing out that 
no thread of common policy runs through the banks which 
possess the power to create and destroy money, Governor 
Davis said that the public is considering such questions as 
what steps shall be taken to bring unity into the banking 
system, and with what agency or agencies shall public 
responsibility be placed? What can be done to make credit 
as available to the farmer and the small business man, and 
on as reasonable terms, as to the large urban borrowers? 
Have we taken adequate steps to avoid future waves of 
bank failures and financial liquidation? 


Building Service Plan 


A service plan for increasing the quality, as well as the 
number, of small homes is being offered all member institu- 
tions of the Federal Home Loan Bank System, after two 
years of experiment in selected communities. The plan 
involves local co-operation with architects and builders 
with only general supervision from Washington through 
the twelve home loan banks. The plan is an extension of 
the supervised construction idea started by the United 
States Building and Loan League in 1930 and carefully 
developed by officials of the Federal Home Loan Bank 
System in co-operation with the American Institute of 
Architects. 

While the primary purpose is to assist building and loan 
associations in developing new business, equally important 
objectives are improvement in the design and construction 
of small houses, reduction of the cost and difficulties to 
builders, and savings to lending institutions in supervising 
new construction and appraising houses already built. 

The plan involves no cost to a building and loan associ- 
ation other than possible participation in a local co- 
operative advertising campaign, but gives the association 
an opportunity to offer home builders a positive means of 
obtaining good design and sound construction through a 
complete home building service. This comprises advice 
on sound financing by the member institution and technical, 
advisory and supervisory facilities supplied by co-operative 
architectural groups and experienced technicians. When a 
prospective home builder comes to a B. and L. for advice, a 
local architect is called in to assist in preparing plans, 
drawing a contract with the builder, and supervising the 
details of construction. The architect’s fee, which may be 
$100 or $200, is included in the principal sum of the mort- 
gage made by the association. 
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Subsidized Farm Credit 


The action of Congress in voting further sub- 
sidization of farm credit in spite of the opposition 
of President Roosevelt is viewed with considerable 
concern by private financial interests because of 
the precedent it sets for other types of subsidized 
Federal credit extended in competition with banks 
and other lending institutions. 


When the Farm Credit Administration was 
established in 1933, Congress reduced the rate of 
interest on mortgages held by it to 31 per cent, 
although the loans had been contracted for at rates 
ranging from 4 to 6 per cent, and made an appropri- 
ation to the land banks to cover this difference. 
This reduced rate of interest was to terminate on 
June 30 of this year, but Congress voted to extend 
it another year and then to make the rate 4 per cent 
for the following year. At the same time Congress 
reduced the rate on land bank commissioner loans, 
which are largely second mortgages, from 5 per cent 
to 4 per cent, although this rate had not previously 
been subsidized. 

This action was taken in the face of a letter to 
Congressional committees from President Roosevelt 
in which he pointed out that the land bank subsidy 
amounts to $40,000,000 per year and is an item not 
contemplated by the 1938 budget, that the 314 per 
cent rate was an emergency measure and was not 
intended to be permanent, and that the action 
might lead to demands for subsidies on loans made 
by other Federal agencies. The subsidy was also 
opposed by Governor W. I. Myers of the FCA, who 
pointed out that it would endanger the co-operative 
nature of the administration’s farm credit system 
and might lead to an unwise concentration of credit 
in Federal agencies at the expense of other types 
of lenders. 




















The plan is in part the outgrowth of the experience of 
the Home Owners Loan Corporation in attempting to 
recondition poorly built small homes, and in part due to a 
general recognition that small home building is being 
retarded because prospective builders hesitate to employ 
architects and yet fear that they will get shoddy construc- 
tion jobs unless they can employ adequate technical super- 
visors. Operative builders may also take advantage of the 
plan. In such cases houses would be more easily appraised 
by the building and loan association and more acceptable 
for owner financing. 


Federal Reserve Directors 


Recent changes in the personnel of the Federal Reserve 
System announced by the Board of Governors include the 
following appointments: 

Henry G. Chalkley, Jr., of Lake Charles, La., as a 
director of the New Orleans branch of the Federal Reserve 
Bank of Atlanta for the unexpired portion of the term end- 
ing December 31, 1939. 

J. F. Porter of Columbia, Tenn., as class “‘C’’ director 
of the Federal Reserve Bank of Atlanta for the unexpired 
portion of the term ending December 31, 1939. 

George T. Gerlinger of Portland, Oregon, as branch 
director of the Portland branch of the Federal Reserve 
Bank of San Francisco for the unexpired portion of the 
term ending December 31, 1937. 
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Cashier John Atwood bent over the boxes 
searching for Mrs. Schooner’s tag 
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Mr. Glutchbhill Finds 


‘LHe Misstnc Jewets 


by 
FRED COPELAND 


Cashier, The Randolph National Bank, Randolph, Vermont 


Illustrations by Harold Flucke 


First, a stranger managed to gain access 
to the bank’s vault and to depart without 
arousing suspicion... And then a customer 
arrived to announce a missing Jewel case 


N the twenty-first of June the 
() Ferndale National Bank was 

honored by the presence of two 
persons who threatened the peace and 
safety of the institution. One was a 
man. The other, a woman, Mrs. 
Mildred B. Schooner. 

The man was waiting at the bank 
when the doors opened at nine A.M. 
Upon hearing the latch lifted he threw 
away a cigarette, picked up a heavy 
tin box with a withered shipping tag 
attached to its handle, shuffled into 
the bank and bent two patient eyes 
on Cashier John Atwood, who was 
about to enter the front office. 

‘“‘Semi-annual vault inspection and 
cleaning,” said the man, setting down 
the tin box. 

‘“‘Heh?” said John, backing around 
and running his head out of the office 
door. “Oh, eh, you the vault feller?” 
The man nodded. 

John observed the man more closely, 
letting his eye run hurriedly over the 
soiled gray fedora, citron eyebrows, 
pale eyes and sandy mustache. “New 
feller, ain’t yuh?” 

“Yeah, they sent me up in this 
territory till the regular feller gets 
over being sick. Same company, 
though.” The man motioned to the 
tag on the tool box. 

John walked over and took a 
casual look. “Ironstone Vault Works, 
304 Hanger Street. Drilling, R. I..” 
it read. 

“Might’s well take the storage 


vault down cellar first,” suggested the 
man. 

Realizing the caller must be all 
right if he knew about the bank’s 
equipment, John went down with him 
and opened the storage vault which 
belched out a pent-up breath of 
musty records. Here were stored a 
small litter of black tin trunks holding 
family silver and other unknown valu- 
ables tucked in by the owners. 

At about eleven-thirty A.M. the 
man came up stairs with his tool 
box and explained he was getting a 
bite to eat before tackling the vault 
in the banking room .. . “and did 
you want to go down and see il 
everything was left all right?” 

John went down with him, took a 
quick look about and finding every- 
thing in order, accepted the cellar job 
and closed the storage vault doors. 


HE stranger then left with his tool 

box, and the Ferndale National 
dreamed on through the half hours only 
cackling mildly when disturbed by 
infrequent customers. 

Somewhere about one-thirty Cashier 
John Atwood looked at the clock. 
crowded his head around the doorjamb 
to the main banking room and looked 
toward the vault. 

“Well . . . wha—what’s become ol 
the vault expert?” he exclaimed. 
“Did he finish up when I was out to 
lunch?” 

Willie Dexter, the teller, gazed 
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Mr. Clutchbill trained his telescope in the direction of an old duck blind. 


wonderingly at the clock, the vault 
and then at John. 

“Nope, he ain’t been back.” 

“Hm, that’s queer . . . something 
must have happened to him.” 

While John stood in the doorway 
pondering over the matter an elderly 
woman customer, Mrs. Mildred B. 
Schooner, hurried in and informed all 
in hearing she was after her jewel box. 

“Jewel box . . . jewel box?” uttered 
Cashier John Atwood, careening around 
and marching toward the lobby. 
“You mean your safe deposit box!’ 

“No, I don’t,’’ bristled Mrs. 
Schooner. “I mean my jewel box which 
is in my tin trunk down cellar.” 

“You don’t mean to say you leave 
your jewels down in the storage vault, 
\rs. Schooner.” 

“I do, because there ain’t room in 
iny safe deposit box.” 

“Perhaps you better come down so 
we'll be sure to get the right box,” 
suld John, unlocking the cellar door. 

Two minutes later John was bending 
here and there over boxes much alike 
examining the tags under the weak 
ravs of the tiny vault drop light. 

“Here it is!’ suddenly spoke up 
John. 

“Don’t look like it,” said Mrs. 
Schooner from the vault threshold. 

“Your tag, all right.” 

“How’d the box get so jammed and 
marked up?” snorted Mrs. Schooner. 


“Must be just as you left it,” said 
John meekly. 

“Well, let’s take it upstairs and see.” 

John mounted the stairs and led 
the way like a headwaiter to one of 
the two coupon booths where he 
deposited the heavy tin box on the 
glass-topped desk. 

Mrs. Schooner inserted a small key 
in the tiny brass padlock, turned the 
key completely around three times, 
said, “Hm! that’s queer! and then 
gave the padlock an impatient jerk. 
It came right open. 


MB:. Schooner looked at the pad- 

lock a moment, then lifted the lid 
reverently, held motionless a_ split 
second—and she began to _ inflate. 
Quickly reaching a maximum pressure 
she let out a scream that turned up 
twenty pages on a small day calendar 
propped on the desk. 

John, who was walking to the front 
office, wheeled around, half ducking 
to let any oncoming missile clear his 
head. 

“Someone come here quick!” hol- 
lered Mrs. Schooner. 

John rushed up and bent forward 
through the coupon room door. The 
box in front of Mrs. Schooner was 
filled with a mess of evil-looking tools. 

**‘Landsakes!”” uttered John aghast, 
snatching at the tag on the box. 
“Huh! I can’t understand it!... 


He was on the trail 


it’s the vault expert’s tools but your 
name’s on the tag.” 

A flash of suspicion and fear shot 
through John. “I'll go right down to 
the vault and look again,” he said. 

After a frantic search in the cellar 
vault John raced upstairs, sent out a 
telephone call for Director Clutchbill, 
the oldest member of the board, and 
then slunk fearfully over to the coupon 
booth where sat Mrs. Schooner effer- 
vescing like a glass of seltzer. 

“It looks as though,” began John, 
swallowing brokenly, “the vault expert 
somehow picked up your box mis- 
taking it for his box of tools. I am 
having Director Clutchbill come right 
down. We'll see what we can do.” 

““You better do something!”’ shouted 
Mrs. Schooner. “I’ve got to have 
my family jewels tonight to wear 
when I’m installed as Supreme Sister 
of the Mountain Ancestor Society.” 

“They'll be here as soon as we 
apprehend the expert,” explained John. 

“If they ain’t here,’ foamed Mirs. 
Schooner, “Ill start a rumpus that is 
a rumpus... I ought to have you 
put in jail right now.” 

It was not more than fifteen minules 
after Mrs. Schooner left that Mr. 
Clutchbill came plowing into the 
bank with a nervous light in each eye. 

John hastily told him the situation 
and ended by saying: “It looks as 
though that new man (See page 27) 









22 





FRANK A. VANDERLIP 





S. H. LOGAN 


GRADUATE SCHOOL OF BANKING 
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DRIVE-IN BRANCH OF SECURITY-FIRST NATIONAL BANK OF LOS ANGELES, 
LOS ANGELES, CALIFORNIA 











FRANK A. VANDERLIP .. . an outstanding 
American banker since the turn of the century, died 
June 29, 1937, at the age of seventy-two years, 
Mr. Vanderlip was elected president of the National 
City Bank of New York in 1909 and continued as 
such until 1919. Under his leadership National 
City became the nation’s first billion dollar bank. 


S. H. LOGAN .. . succeeded to the presidency 
of The Canadian Bank of Commerce upon the 
retirement of Sir John Aird. Mr. Logan has risen 
steadily in the bank’s service and for the past ten 
years has been general manager. He is known as 
one of the leading bank authorities of Canada. 


ROBERT RAE ... is the new general manager 
of the Dominion Bank with head offices at Toronto. 
Mr. Rae entered the bank in 1906. After several 
promotions he was appointed agent at New York 
in 1926. Later he returned to Toronto and has 
been assistant general manager since 1931. 


FRANK R. CURDA . .. assistant vice-president, 
City National Bank and Trust Company, Chicago, 
is the American Institute of Banking’s president 
for the coming year, having been unanimously 
elected at the St. Paul convention. 


GRADUATE SCHOOL OF BANKING ... this 
is a typical classroom view of the Graduate School 
of Banking conducted each summer by the American 
Bankers Association at, and with the co-operation 
of, Rutgers University. One hundred and ninety- 
two bankers were in the school’s first graduating 
class. The school sets a new objective in bank 
officer training and education. 


DRIVE-IN BANK ... Vernon branch of Security- 
First National Bank of Los Angeles, where cus- 
tomers can transact routine business without leav- 
ing their automobiles. For other transactions they 
can park inside, a few steps from lobby. Branch is 
a complete unit, offering savings, commercial, safe 
deposit, loan, collection and other services. 























ier 
nto. 
eral 
ork 

has 


ent, 
ago, 
lent 
usly 


this 
hc ol 
ican 
tion 


ety- 
ting 


yank 








ke TREE Sea ST 











~een ye aee re 


August, 1937—THE BURROUGHS CLEARING HOUSE 





23 





OURT VECISIONS.... 


A ruling on the question of liability for injuries sustained on 
bank premises... Two court interpretations of the deposit in 


trust... The binding force of pass book and deposit slip rules 


Injury to Customer 


Banks, like other business organiza- 
lions, are required by law to keep their 
business premises safe for the use of 
customers and others coming there to 
do business. A customer or other so- 
called “‘business invitee” suffering in- 
jury by reason of some defect on the 
business premises may recover dam- 
ages from the bank. 

A New Jersey bank was recently 
sued by a woman customer who was 
injured while walking up the steps of 
the bank building. There was an iron 
railing running up the middle of the 
steps, and several children were play- 
ing on the steps and swinging on this 
railing. One of these children swinging 
on the railing tripped or struck the 
woman customer, and as a result she 
fell and was injured. 

Her suit against the bank was 
brought on the theory that the pres- 
ence of the children playing on the 
steps and around the railing consti- 
tuted a menace to those entering or 
leaving the bank and that the bank 
knew or should have known that the 


by 
CHARLES R. 
ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 
District of Columbia 


children played there. The failure of 
the bank to prevent the children from 
playing on the steps, it was urged, was 
negligence. Hence, according to this 
argument, the woman’s injuries re- 
sulted from the negligence of the bank. 

Deciding in favor of the bank, the 
New Jersey court said: 

*“As a matter of law the bank in the 
discharge of its duty to use reasonable 
care for the safety of those using its 
premises was not obliged to maintain 
a watchman over the steps so that 
children would neither tarry nor play 
on the steps or about the handrail. 
There was no evidence that the bank 
had any notice of any existing danger 
arising out of the presence of the chil- 
dren on the steps. Nor is there any 
evidence of how long the children on 
the day of the accident had been play- 


ing around the handrail or that they 
had been there long enough to have 
afforded the bank a reasonable oppor- 
tunity to stop them. Nor is there any 
proof that the presence of the children 
from past experience was reasonably 
liable to cause injury to anyone.” 

While the bank was exonerated in 
this instance, the case is nevertheless a 
pointed reminder of a bank’s liability 
for the safety of persons using its busi- 
ness premises. (Wells vs. Citizens 
National Bank, 192 Atlantic Reporter, 
91.) 


Deposit In Trust 


The troublesome question of who 
owns a bank account in the name of X 
in trust for Y has recently come before 
the New Jersey Court of Chancery. 

There a depositor opened an account 
in a New York bank in his own name 
‘in trust for X,” the X in this case 
being his brother. Later the depositor 
died and the inevitable contest arose 
between the surviving brother and the 
executor of the decedent’s estate. 

The surviving brother (See page 34) 
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A Hedge For 


Human Hazards 


Operating statements and balance 
sheets take no account of human 
hazards; yet overnight, losses due 
to the dishonesty of trusted offi- 
cers and employees may suddenly 
crumple the foundation of sound 
credit and seriously impair the 
borrower's capacity to repay. 


Because such hazards involve 
the human element, no gauge can 
be set, no audit made, to predict 
the risk. Only by insisting that 
your customers hedge such risks 
with fidelity protection, just as 
physical assets are covered by fire 


insurance, can safeguards be main- 


tained against fraud and embez- 
zlement. 


When you extend credit toacom- 
pany, you have a right to know 
that inadequate fidelity coverage 
is not subjecting your bank’s funds 
to needless hazards. Your best 
safeguard is advising customers to 
seek this protection through the 
F&D, a pioneer company in the 
bonding field. 


The F&D representative in 
your community will be glad to 
confer with you regarding any 
such problem. 

FIDELITY, SURETY AND BANKERS 

BLANKET BONDS, BURGLARY, 


ROBBERY, FORGERY AND 
GLASS INSURANCE 


FIDELITY 


AND 


DEPOSIT 


COMPANY OF MARYLAND. 
——— BALTIMORE 
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TRANSIT NUMBERS 


A letter addressed ‘*11-169 Halifax” 
on one occasion was delivered correctly 
to the Royal Bank of Canada, Almon 
and Agricola branch, Halifax. 

While checks and other forms dis- 
tributed by banks generally are im- 


_ printed with bank and branch transit 


numbers, only a small proportion of 
bank clients are familiar with the 
association. This has prompted one 
suggest an_ informative 


the numerical transit system and to 
encourage depositors to affix transit 
when writing checks on 
counter forms and borrowed check 
books. It is pointed out that clearing 


| is delayed by returned items on which 


the essential branch designation is 
missing. This applies particularly in 
large cities where branches have simi- 
lar but specific numbers. 


THE GOOD OLD DAYS 


Writers apparently have overlooked 
a Chesterfieldian era in Canadian 
banking, when chivalry reigned su- 
preme. 

One record of this interesting phase 
of Canada’s banking development, 
written forty years ago, describes the 
drawing room service at one bank as 





| toilettes 
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follows: ‘“‘Ladies drive up in their 
carriages to the bank, and in graceful 
and aromatic of delicate 
perfumes, receive the tactful attention 
which their station demands. You 
are careful to give them the newest 
gold or the cleanest notes in an en- 
velope because you instinctively know 
that they like it. They thank you 
with a gracious smile and bow as they 
sail out of the telling room.” 

The author climaxes his narrative 
| with the following incident: “In one 
| case a lady was once so charmed with 

the polite attention of one bank teller 
| that some days afterwards she quietly 
| passed over to him a diamond pin 
_carefully wrapped, and then glided 
| out before he could examine the gift.” 
| This seems to suggest an era of ““The 
| Good Old Days.” 


BULLET PROOF BLINDS 


A method for protecting tellers 
against holdups is attracting attention 
in Canadian banking circles. The new 
development, the invention of a 
Quebec City man, provides bullet- 
proof venetian blinds for tellers’ win- 
dows. At the touch of a button the 





Canadian Notes and Comment 


—— by G.A.G. 


blinds close, forming a wall ‘of stee] 
between the bandit and the teller. 


The blinds are controlled either from 


the teller’s cage or from other points 
in the banking room. 


HOUSING LOANS 


Dominion housing loans have passed 
the $8,000,000 mark with borrowings 
under this scheme totaling $8,057,444 
on June 5. More than $6,500,000 o! 
the advances made were in_ the 
provinces of Ontario and Quebec. 
Nova Scotia and British Columbiz 
followed with $777,959 and $252,950 
respectively. The average loan per 
family unit for the whole Dominion 
was $4,447 with 1,161 loans made by 
which 1,812 families received housing 
accommodation. 


TRUST ADVERTISING 

Recent advertising appearing tor 
Canadian trust cempanies includes « 
number of interesting releases. The 
National Trust Company’s release “Is 
it Fair to Your Wife to Make he: 
Executrix of your Estate,” contains 
a realistic photograph of a wife worry- 
ing over a pile of legal documents. 
It is probably one of the most graphic 
and convincing advertisements of this 
character to appear. The Royal Trust 
Company introduces a human interes! 
theme in its interesting release ‘She 
Could Not Refuse—But the Estates 
Officer Did.” Here an incident ali 
too common in the experience o! 
estates management is described, the 
application of a relative for loans from 
estate monies. Another release whic! 
attracted considerable attention was 
that of the Chartered Trust and 
Executor Company, captioned ‘““This 
unwritten document.” It is an effec- 
tive appeal to every property holder 
to make a will. 


CLEARING HOUSE ITEMS 


Home improvement loans in cities 
and towns of Canada with populations 
of 5,000 and over numbered 9,388 and 
amounted to $3,678,427 at the end 
of May Canadian commercia! 
banks opened three branches in May 
with no offices discontinued. Of the 
three agencies established, two were 
at Rocky Mountain resorts and are 
regularly opened each year by the 
Bank of Montreal for the tourist 
season. The Bank of Toronto added 
another branch in Toronto . . . The 
amount of checks cashed in the thirty- 
two clearing centers of Canada was 
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$2,769,000 in May compared with 
$2,979,000 in the same month of last 
year. The decline of slightly more 
than 7 per cent was due to the reduc- 
tion in the number of working days 
and a recession in speculative trading. 


Operating Paying 
Agency Accounts 


From page 12) The trust department 
bookkeeper is advised at the end 
of each day of the total deposits 
made by the coupon paying division 
to the “Corporate Trusts” account 
und the cash balance on the trust 
department ledger is increased pro- 
portionately. The checks used by 
the division are similar to other checks 
issued in the trust department, being 
distinguished by the wording “‘Coupon 
Paying Division,” and having a space 
for insertion of the number of the trust 
account against which the check is 
drawn. This number serves to dis- 
tinguish checks issued in payment of 
obligations from those used in payment 
of taxes. These checks are issued in 
duplicate, both the original and the 
duplicate being signed. 


T the close of business each day, 
the paying division forwards the 
duplicates of all checks issued to the 
bookkeeping section of the trust de- 
partment, and these duplicates are 
posted in total, reducing the cash bal- 
ances in the respective accounts. 
[Inasmuch as these master accounts are 
increased by the total deposits and re- 
duced by the total of checks issued, as 
stated, the cash balances, as of the 
close of business on any day, should 
equal the balances shown on the master 
cards in the ledger of the disbursing 
division. 

Whenever cash is reduced, however, 
in the trust department, “Securities on 
Iland” is automatically increased by a 
similar amount. This has the effect of 
immediately charging Sorting with the 
responsibility of accounting for all 
money expended by Disbursing. When 
securities are delivered, or cremated, 
an advice is sent to the trust depart- 
ment, listing the numbers of letters of 
transmittal, or cremation certificates, 
and the total of securities, and the 
necessary entries are made. Copies of 
letters of transmittal, or cremation 
certificates, corresponding in numbers 
must be delivered simultaneously to 
the trust department auditor. Upon 
receiving these copies, the auditor 
checks them to a copy of the trust 
department ledger sheet with which he 
is furnished each day. These forms 
are filed, and the receipts for securities 
returned by customers are checked to 
them, and returned to the coupon pay- 
ing division to be filed as a permanent 





August, 1937—-THE BURROUGHS CLEARING HOUSE 25 





SCRAMBLES 
THE FIGURES 
DOUBLES COSTLY ERRORS EVERY DAY! 


Causes fatigue that “juggles your books”... Steals 10% 
of your annual payroll by reducing human efficiency! 





52% of machine operators’ errors... rupting normal routine. Send the coupon 

29% of typists’ mistakes ...37%% of for a free expert acoustical survey and an 

absences ...47% of employee turnover accurate estimate of the cost of noise 
. these were the toll of noise inonelarge correction in your building and the sav- 

company! They aretheactualfiguresforthe ings it will bring. 

improvement in efficiency contributed by ' 

inameliia g Acousti-Celotex to control noise. Acousti-Celotex says “Hush” to noise in... 


ee ee sii 10 ie First National Bank. . ome Boston, Mass. 
yes yp ge “i % ry wey fag pay Union Guardian Trust Company . Detroit, Mich. 
roll every day you put Of noise Correc- — Cleveland Trust Company. . . Cleveland, Ohio 
tion . . . besides contributing to errors Corn Exchange National Bank . Philadelphia, Pa. 
that might cost you even more. Union Trust Company oe ae aes Pittsburgh, Pa. 
= Taber a Royal Bank of Canada . . . Montreal, Canada 
That’s why hundreds of leading banks . and in hundreds of other leading banks. 
and thousands of other businesses have 
successfully hushed noise with Acousti- Acousti-Celotex installation in the Bank of 
Celotex. Its patented, perforated surface America, Los Angeles, California 





traps and smothers sound waves. And 
these results are permanent, because re- 
peated painting and cleaning does not 
affect its great sound-absorbing efficiency. 

Acousti-Celotex can be quickly installed 
over your present ceilings, without inter- 
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Other Celotex Acoustical Products 
os CALISTONE ABSORBEX VIBRAFRAM (formerly Heerwagen Tile) 
Sales Distributors throughout the World 


= THE CELOTEX CORPORATION ee BCH 8-37 8 
§ o19 N. Michigan Avenue, Chicago, III. a 
‘ Please send me a free copy of your new beoklet, “Noise.” ! 
a Without obligation, have an acoustical expert submit recommenda- t 
§ tions and cost of installing Acousti-Celotex in our building. ! 
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Condensed Statement, June 30, 1937 























RESOURCES 

Cash on Hand, in Federal Reserve Bank, and 
Due from Banks and Bankers . . $ 520,351,628.66 
Bullion Abroad and in Transit , 64,240.00 
U. S. Government Obligations 646,369,691.82 
Public Securities . . 43,256,435.90 
Stock of the Federal Reserve Bank 7,800, 000.00 
Other Securities . . 19,567 ,950.49 
Loans and Bills Purchased ; 692,612, 703.23 
Items in Transit with Foreign Branches. 1,239,628.81 
Credits Granted on Acceptances 23,838, 499.73 
Bank Buildings. 13,478,861.83 
Other Real Estate ... 468,328.24 
Real Estate Bonds and Mortgages. , 2,395,167.28 
Accrued Interest and Accounts Receivable 12,638,477.16 
$1,984,081,613.15 

LIABILITIES 

Capital. . $ 90,000,000.00 

Surplus Fund .. . 170,000,000.00 

Undivided Profits. 9,891,451.60 
$ 269,891,451.60 
Dividend Payable July 1, 1937 . — 2,700,000.00 

Miscellaneous Accounts Payable, Accrued 
Interest, Taxes, etc. . ie ie es 21,268,337.41 

Acceptances ‘ $42,222,396.84 

Less: Own Acceptances 

Held for Investment 18,383,897.11 
23,838,499.73 

Liability as Endorser on Acceptances and 
Foreign Bills . . . 3,927,091.00 
Agreements to Repurchase Securities Sold. 1,440,600.00 

Deposits . . $1,637,713,246.69 

Outstanding Checks 23,302,386.72 
1,661 ,015,633.41 
$1,984,081,613.15 








Securities carried at $46,263,174.67 in the above Statement are pledged to qualify for 
fiduciary powers, to secure public monies as required by law, and for other purposes. 
WILLIAM C. POTTER, Chairman W. PALEN CONWAY, President 
EUGENE W. STETSON, Vice-President 
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record. Securities prepared for crema- 
tion are verified and destroyed by a 
cremation committee and a signed 
copy of the certificate is furnished the 
auditor. 

In cases of special payments, such as 
interest, where securities are not actu- 
ally handled, the entries reducing 
“Securities on Hand” in the trust 
ledger must note this fact, with particu- 
lar reference to the account; and the 
coupon paying division must have in 
its files some such evidence supporting 
a payment of this type as a letter of 
instruction from the customer order- 
ing the payment to be made, or a list 
of holders of record duly prepared by 
the registrar. 


‘THE accounting methods we have 

outlined, are sufficiently flexible 
to permit us to include the special 
accounts of various and sundry types 
that this department is called upon to 
handle. As an example of this, we 
might briefly outline the manner in 
which we handle accounts when the 
services of co-paying agents are em- 
ployed. The usual arrangement, in a 
case of this type, requires us to ad- 
vance funds prior to the receipt of the 
securities. When this is done, Dis- 
bursing makes an entry upon the 
journal under “‘Funds Delivered”’ indi- 
cating to Sorting that no securities were 
received, but that they are to come at 
a later date. Sorting posts an entry of 
this type in exactly the same manner 
as if the securities had been received, 
but on a subsidiary ledger card bearing 
the name of the account and stating 
that the securities are held by a des- 
ignated co-paying agent. Upon re- 
ceipt of the securities, Disbursing en- 
ters them upon the journal as “‘Secur- 
ities Received from Co-paying Agents,” 
indicating to Sorting that no funds 
were disbursed on that day for these 
items. The Sorting bookkeeper credits 
the account carried in the name of the 
paying agent and debits the regular 
account. 

Any detailed description of an ac- 
counting or operating procedure tends 
to appear complex whether or not the 
system itself is simple. This is par- 
ticularly true in this instance as our 
experiences of the past year have 
shown us that our methods are simple, 
efficient and eminently satisfactory. 
Bookkeeping, which formerly required 
six and one-half to seven hours a day, 
now requires but an hour. We have 


adequate control of the money and se- 


curities handled, obtained with negligi- 
ble effort, and yet our service to our 
customers has been immeasurably im- 
proved and expanded. Furthermore, 
we are in a position to handle any in- 
crease in volume, and as volume 
increases, the per item cost of handling 
will tend to decrease below its present 
low figure. 
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Mr. Clutchbill Finds 
The Missing Jewels 


(From page 21) knew about the jewels 
in the Schooner box and stole ’em 
... the Schooner tag is tied on the 
box of tools he left.” 

“Confound it! it won’t take five 
minutes to find out. Telephone the 
vault works and see if their expert 
was scheduled to call on us today and 
if he’s a new man and what he looks 
like.” 

In a few seconds John was on an 
open wire to the Ironstone Vault 
Works. 

“You say,” gobbled John with 
widening eyes, “the expert wasn’t 
scheduled to reach us for a month 
yet?” 

“Yeah, just as I expected,” nodded 
Mr. Clutchbill who was_ standing 
motionless listening. “‘It’s.a slick steal, 
and nothing else.” 

“Is the regular feller on the job?” 
hollered John over the wire. “He is 
you say? Well, where’s he supposed 
to be right now? Heh? Over at the 
Ilardknott National, back in the 
state? And you say he’s had his 
his tools stole? Yeah, that gives us a 
clew,”’ nodded John, hanging up and 
turning to nervous Mr. Clutchbill. 

“We've got to go right over there,” 
stated Mr. Clutchbill. “‘No use trying 
to catch our bird on the fly. Probably 
he’ll hive up where he started from 
if he’s a local. Get your car and meet 
me up at my house... I want to pick 
up a few poisons and weapons to 
work with.” 


NE hour later both John and Mr. 
Clutchbill were gratified to see from 

the height of land on the main range 
the Adironacks piled on their western 
horizon. A half hour more and they 
were humming northerly up the great 
valley of Champlain. They steered 
directly to the curb beside the Hard- 
knott National and entered the bank. 

“We're from the Ferndale National,” 
stated Mr. Clutchbill through the 
first wicket, ‘“‘and want to see the 
cashier in private.” 

An angular home-feller with a gray 
toothbrush mustache let them in, said 
he was cashier, that his name was Bow- 
ing, beckoned and led off into the 
bank’s hinterland. 

“Is there a vault expert hanging 
around here?” asked Mr. Clutchbill 
anxiously as he sat down in the 
strange-smelling directors’ room of 
the Hardknott National. 

“IT should say there is,’ instantly 
admitted the cashier. ‘‘Maddest man 
[ ever saw ... had his kit of tools 
Stolen last night. What’s the matter 
-.. got a lock-out?” 

‘Worse’n that,” growled Mr. Clutch- 
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CONDENSED STATEMENT OF CONDITION, JUNE 30, 1937 





ASSETS 
Cash on Hand and in Banks 


United States Government obligations, 
direct and fully guaranteed 


State, Municipal and Other Bonds and In- 
vestments, including Stock in Federal 
Reserve Bank, less Reserves . 


Loans, Discounts and Advances, less Re- 
serves 


Banking Premises <a e 
Other Real Estate, less Reserves 


Interest and Earnings Accrued and Other 
Resources ee ee 1S 
Customers’ Liability on Acceptances and 
Letters of Credit Executed by this Bank 

Total 


LIABILITIES 
Capital Notes $ 14,925,000.00 


(Subordinated to Deposits and Other Liabilities) 
Capital Stock . 13,800,000.00 


Surplus and Undivided 
Profits aap 3,671,483.73 





Reserve for Contingencies 
Reserve for Taxes, Interest, etc. 


DEPOSITS 
Demand . $154,761,982.06 
Time . 169,678,560.5 1 


Estates Trust Department 


(Preferred) . 11,366,959.86 
Corporate Trust Department 
(Preferred) . 5 461,812.15 





Other Liabilities . 


Acceptances and Letters of Credit Exe- 
cuted for Customers 


Total 





$ 96,461 ,462.48 


100,046, 760.31 


15,198,164.11 


146,174,600.21 
5,836,770.17 
12,364,491 .23 


2,945 ,053.23 


2,758,306.14 
$381,785 ,607.88 





$ 32,396,483.73 
825,000.00 
1,961,289.28 


$341,269,314.58 
2,575,214.15 


2,758, 306.14 
$381,785 ,607.88 





MEMBER FEDERAL RESERVE SYSTEM 
MEMBER CLEVELAND CLEARING HOUSE ASSOCIATION 


Member Federal Deposit Insurance Corporation 
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bill. *‘The feller that stole thisexpert’s vault expert,” stated the cashier. 
tools called on us, left the tools and “‘I know for a fact he’s been here every 
made off with a box of valuables. I minute waiting for his new kit. He’s 


gol the expert’s tools right out here in’ the regular feller, too . . . we know 
our car. What we want is the box of | him.” 
valuables.” “Hm-m!” said Mr. Clutchbill slowly 


The cashier of the Hardknott Na-  breasting with his nose the smells of 
tional slowly dragged himself upright the strange directors’ room. ‘Looks 
in his chair. “‘Stole a box of valuables as though we’ve got to do some fast 
right out of the vault!’ he ejaculated. trailing . . . Mrs. Schooner will be 

“A box of jewels belonging to one dancing on my veranda with a carving 
of our most warlike female villagers knife if those jewels ain’t back by 
and she has already started up her sundown.” 
war song.” Mr. Clutchbill gave his “We might get some dope from the 
goatee a violent tug, and scowled. expert if we can locate him,” put in 

“Couldn't have been this regular John. 


CONTINENTAL ILLINOIS 
NATIONAL BANK AND 
TRUST COMPANY 


OF CHICAGO 


Statement of Condition, June 30, 1937 


RESOURCES 


Cash and Due from Banks . i - $ 333,806,159.85 
United States Government Obligations, 

Direct and Fully Guaranteed ‘ 487,180,823.91 
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“Yeah,” nodded Mr. Clutchbill, 
““we came over because it looks like 
a local job even if it was clever. Now, 
eh, Mr. Bowing, you’ve lived here in 
Hardknott quite a few years, ain't 
yuh?” 

The cashier assented. “Been here 
in this bank thirty years.” 

“Someone must have known Mrs. 
Schooner had those jewels in our 
storage vault . . . can you think 0: 
anyone who ever moved over here 
from Ferndale?”’ 

“Hm .. . ah—eh, let me think. 
Seems as though Cyrus Thistlethwaite 
came from there years ago .. . he’s 
always fooled around the village here 


_ at odd jobs—works by spells at the 


tavern.” 
**Thistlethwaite ... Thistlethwaite.” 


' mused Mr. Clutchbill. ‘“‘Why, con- 


found it, I remember that name! 
There was a young feller used to work 


_ for the Schooners before they moved 








from the farm into Ferndale Village.” 

“T remember him!” suddenly piped 
up John. ‘He used to drive Mrs. 
Schooner into the village in a buggy. 
Often seen him waiting at the curb 
for her in front of the bank.” 

“T’ll bet he’s our bird,” ejaculated 
Mr. Clutchbill, hitting his chair a 
thump. “You seen him around lately. 
Mr. Bowing?” 

“Well, huh, I can’t say how recent. 
They’d know more about him at the 


| tavern.” 


“We'd better go right there,” said 
Mr. Clutchbill, getting up. “‘Maybe 
we'd find the expert there too.” 


“‘Quite likely . . . now if I can help 
yuh,” said Mr. Bowing rising. 
“Well, we may need yuh... cant 


tell yet.” Mr. Clutchbill dropped his 
felt hat on his head and, followed by 
John, left the bank. 


N the malt-bathed atmosphere of 

the tavern Mr. Clutchbill and John 
instantly recognized a man sitting in 
a chair gazing vacantly out of a 
window. It was the vault expert who 
had been calling on them for years. 

When he was told his tools were out 
in John’s car he was a changed man. 
Hie demanded to know the details of 
the mystery and as they were un- 
folded step by step his hair, which was 
red, rose and that strange softness 
crept into his voice which often pre- 
cedes murder. He informed John and 
Mr. Clutchbill that it was his hope 
he could stay with them until the 
quarry was run to earth. 

From the keeper of the tavern some 


of the habits of Mr. Cyrus Thistle- 


thwaite were obtained, although the 
proprietor was unable to say where 
Cyrus was. He only knew he was 
scheduled to do some odd jobs at the 
tavern that morning and had not 
shown up. But that in itself was not 


_ sign of death for Cyrus was inclined 
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to go off fishing whenever the fit hit 
him. 

“NMm-m, fishing,” reflected Mr. 
Clutehbill. ‘“‘Where is his usual fish- 
ing ground —or water?” 

‘Down where the river goes into 
the lake. All marsh there.” The 
tavern keeper shook his head sadly. 
“['d hate the job of trying to find 
anyone down there.” 

**Where’ll we find a boat?’’ inquired 
Mr. Clutchbill. 

“Down at the river, on the north 
side . . . you'll see some boats drawn 
up on the river shore.” 

“T’ll go along and row the boat,” 
announced the vault expert. 

“Glad to have yuh,” nodded Mr. 
Clutchbill. 


AFTER a ride of a few miles along 
«the river shore they came upon the 
boats and were soon in conference 
with Hen Tinker, who rented them. 

“Nope,” he declared, “no one has 
rented a boat for two days.” 

“Hm,” scowled Mr. Clutchbill, 
“we'd sort of figured someone had... 
we was aiming to oblige the tavern- 
keeper up to Hardknott by getting 
word to a feller by the name of Cyrus 
Thistlethwaite. They wanted him to 
work today at the tavern.” 

*“He don’t rent no boat of anybody,” 
sniffed Tinker. “He always borrows 
some old boat!’ 

“Well, we’re planning to look at 
some shore property down on the 
lake. Can you rent us a boat?” 

“Sure, take this green one. She 
rows easy, stands a sea and don’t 
leak.” 

While the boat was being slid in, 
Mr. Clutchbill extracted from the 
car a rolled robe inside of which was a 
ten gauge shotgun and a sizable old- 
fashioned telescope. 

Shortly after they set off down the 
river with Mr. Clutchbill in the bow 
of the boat, the vault expert rowing 
and John in the stern, it was noticed 


the banks were becoming flat and | 


marhsy. Lagoons led off mysteriously. 
“Keep your eyes peeled for the end 
of a boat sticking out of the bushes,” 


ordered Mr. Clutchbill, limbering his | 
telescope and peering anxiously up | 


each lagoon. 
“Tough place to see a lighthouse 


even, 
head this way and that. 


| 
| 
For a long tume they rowed noise- | LIABILITY AS ENDORSER ON ACCEPTANCES AND FoREIGN BILLS 


lessly down the channel, and then 
found themselves at its rush-grown 
mouth where it entered the lake. 
“We're licked,” said the 
expert resting on poised oars. 
“What’s that out there?” Mr. 
Clutchbill was training his telescope 
on an old duck blind made of cedar 
boughs and rushes. “Ain’t that the 


end of a boat sticking out or is it a 
log?” 


vault 


John and the vault expert hung 
over the rail and examined the dark 
blur protruding from the old blind. 


“YT BELIEVE it’s a boat,’ muttered 

Mr. Clutchbill. ‘Now, we'll have to 
be careful not to jump him too soon 
if it’s our bird. He can row faster 
single than we can with three in this 
boat.” 

“T’'ll land you two fellers and go 
out and see,” suggested the vault 
expert, his blood warm with the 
thought of war. 

“IT don’t know,” reflected Mr. 
Clutchbill. “He knows these waters 
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better’n we do. 
catch him. 
can row.” 

“Row, did you say?’ uttered the 
vault expert. “I spent ten years in 
the Navy. Look a’here!’” The vault 
expert snatched open his shirt. <A 
three-masted schooner surrounded by 
fourteen blue sea gulls and a_ pink 
one were tattooed over his entire 
breast. 

*‘Sufferin’ tomeats!’ exploded Mr. 
Clutchbill at this startling sight. 

**Twas done in the West Indies 
during a hurricane . . . the tattooer 
dipped into the wrong ink pot on a 


I doubt if you could 
These fellers around here 














complained John, screwing his | 
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lur¢h —that’s why one sea gull is pink.” 

“We'll take up with your plan,” 
agreed Mr. Clutchbill instantly. 
“There’s a little solid ground over 
there on that point. John and I will 
take up a stand there with the ten 
gauge. If you can get around on the 
lake side he'll drive this way if it 
really is him and we ain’t barking up 
a wrong tree. Maybe you ought to 
take the gun, though.” 

“‘Naow! don’t worry about me. If 
there’s a guy in there I’ll know what 
to do.” The ex-navy man spit on 
his hands and tested one of the heavy 
oars like a ball bat. 


THE BURROUGHS CLEARING HOUSE—August, 1937 


‘‘Hm-m, well, if he gets too hot for 
yuh I’ll drill his boat with a ball... I 
got some shells loaded with one ball 
for bobcat.” 

The vault expert took off his vest, 
uncovered his red head, rolled up his 
sleeves and shoved out. He rowed 
with a catty stroke toward the duck 
blind. No tremor in the rushes or 
other signs of war or ambush dis- 
turbed the quiet of Nature as the 
boat slid out in a long curve to circle 
the mysterious blind some 100 yards 
out in the lake. 

And then suddenly there was a 
commotion in the blind. The crash 
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of rushes hit the air. 
in that blind. 

The relentless circling of the vault 
expert’s boat had been too suggestive 
of approaching doom. A boat popped 
out from the old duck blind like a 
cork and headed for the river mouth. 

The ex-navy man saw the quarry 
instantly. He released a volume of 
naval power never before witnessed 
by Mr. Clutchbill and John. It 
seemed that the oars bent like bows 
at every dip. The boat leaped for- 
ward till daylight began to appear 
under her bow. 

Mr. Clutchbill in his excitement 
shook the old ten gauge in the air and 
let out a war whoop. 

The escaping man snapped his head 
around like a wild duck and saw what 
appeared to be Indians. He began 
stroking for the far point on the 


Someone was 


river. It enabled the ex-navy man to 
cut across on him. Steadily he bore 
down. Inch by inch he crept up. 


Mr. Clutchbill and John stood up 
to their ankles in water, leaning for- 
ward, shaking with excitement, watch- 
ing. 

There were a few last heart-jerking 
dips. Then the ex-navy man slammed 
his bow on the beam of the other boat. 


Both men stood up in their crafts. ° 


Both held oars. The pursued man 
gave the Ferndale National vessel a 
shove with an oar that nearly upset 
the ex-navy man. But that individual 
instantly let out a strange West 
Indian bellow, caught his balance and 
slammed his oar over in an arc swifter 
than the strike of a cobra. It just 
reached. The flat of the blade collided 
with a splintering crash on the apex 
of the man’s knob. It proved to be 
an invincible ace, for he wilted like 
an empty peanut bag. 

Lifting the stone anchor with its 
line from the bow of the captured 
bark, the vault expert put it in the 
stern of his craft and towed it over to 
the point where Mr. Clutchbill and 
John stood. 

Upon arriving the vault expert 
reached down a bare forearm upon 
which a blue mermaid danced amid 
a litter of pale yellow freckles. When 
the arm came up it lifted into sitting 
position the limp head and shoulders 
of the quarry. 

“This is the body,” said the vault 
expert simply. 

“Is he dead?” uttered Mr. Clutch- 
bill in alarm. 

“Can’t be. I didn’t even make a 
mark on his head save for this pimple 
which ain’t no bigger than a baseball.” 
The vault expert filled a bait can with 
water and dashed it in the man’s face. 
The patient opened his eyes. 

‘““That’s the feller,” piped up John. 
“That’s Thistlethwaite, the feller that 
lifted the tools and Mrs. Schooner’s 
jewel box.” 











Au 





Mr. Clutchbill’s eye had settled on 
something that would pass for a box 
of fishing tackle. He reached under 
the stern seat of the captured boat 
and snatched out a little tin trunk. 

“Here it is, boys!” Mr. Clutchbill 
pried up the cover. “Yeah, old- 
fashioned jewelery and table silver. 
We'll have to rush this stuff to Fern- 
dale. Pile in John.” 

At the village of Hardknott they 
left the vault expert at the tavern 
and Mr. Cyrus Thistlethwaite at the 
jail. 

It was then they gave Mrs. 
Schooner’s jewel box a wild, swift ride 
back over the mountain range to the 
Village of Ferndale. 

*‘Now, John,” ordered Mr. Clutch- 
bill, getting out with his ten gauge 
and telescope in front of his little 
white cottage, “‘you carry that box 
right over to Mrs. Schooner and stay 
there till she counts every piece.” 


Editorials on 
Banking 


(From page 13) total or balance, but may 
not correctly report the transaction. 
The principal duty of an Auditor is 
to examine the figures and see if they 
accurately and adequately represent 
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the transaction or total transactions. 

A balance sheet combining in its 
lotals amounts representing the assets 
and liabilities of a business is only an 
approximation, the accuracy of which 
is a measure of the ability of the ap- 
proximator. 

People who handle figures represent- 
ing transactions increase their value 
and usefulness as soon as they acquire 
the ability to look through the figures 
to the transaction itself, and make cer- 
tain the figures and their entries prop- 
erly describe the facts and their real 
relation to the business. 


Management interprets accumu- 








Cash on Hand and Due from 
Other Banks .. 


United States Government Obli- 
gations, direct and/or fully 
guaranteed... . . 


Other Securities . . .. . 
Stock in Federal Reserve Bank . 
Loans and Discounts e ts 
Real Estate Mortgages . . 
Overdrafts o <= 6 ew <a 


Real Estate (24 Branch Bank 
Bulidimgs) «© «© «+ « « 


Accrued Income Receivable— Net 


Customers’ Liability Account of 
Acceptances and Letters of 
Cyemgst « ‘“s 6 « 


TOTAL RESOURCES. . 

















Deposits: 


U.S. Government. . . 

Treasurer—State of Michigan 

Other Public Deposits 

Capital Account: 

Preferred Stock (Paidin) . 

Common Stock (Paidin) . 

Surplus (Paid in $5,000,000.00 
—Earned $2,500,000.00) 

Undivided Profits (Paid in 
$2,500,000.00—Earned 
$3,115,722.62) . 


able August 2,1937 . . . 
Reserves . «+ 


of Credit . . 
TOTAL LIABILITIES 


> 


NATIONAL BANK 
OF DETROIT 


Statement of Condition, June 30, 1937 
RESOURCES 


LIABILITIES 


Commercial, Bank and Savings $354,334,347.66 


Reserve for Common Stock Dividend No. 6, pay’- 


Our Liability Account of Acceptances and Letters 


United States Government Securities carried at $21,735,000.00 
in the foregoing statement are pledged to secure public and 
trust deposits and for other purposes required by law. 





THE BURROUGHS CLEARING HOUSE— August, 19.;7 


lated transactions represented by fig- 
ures and from them measures the 
results of past operations and their 
probable effect on the future. 


Selling Credit—I 


OST of the misconceptions about 
the function of a bank with re- 
spect to credit originate in a lack of 
understanding of the relationship be- 
tween the bank and credit. This mis- 
understanding exists among many 
bankers as well as customers. 
There is a good deal of comment 
about banks creating credit, probably 
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resulting from the bookkeeping ma- 
chinery whereby the proceeds of loans 
are credited to customers’ accounts and 
borrowers are said to have or use or 
obtain lines of credit. As a matter of 
fact the bank does not create credit. 
The borrower exchanges his own credit 
for the credit of the bank. To do so he 
must bring his credit to the bank and 
the bank liquefies it by permitting him 
the use of cash or checks on an account 
in the bank in exchange for some form 
of his promise to pay. 

For the borrower to obtain the use 
of bank credit he must own and have 
certain acknowledged values that have 
previously been created and it is these. 
represented by assets and net worth or 
pledge of collateral, that are converted 
into bank credit and put into usable 
form in the shape of cash or bank 
money (which is checks issued against 
deposit accounts). This, in essence, is 
the function of a bank with relation to 
credit —to liquefy existing established 
values. 

A home which costs or has a real 
present value of $10,000 is mortgaged 
for $5,000. A real value has been 
partly liquefied into spendable and 
usable cash or bank money. Nothing 
was created by the bank, but the bank 
contributed to the creation of other 
values by making possible temporary 
use of assets which would otherwise 
have to be sold to furnish funds. 

Banks can make two serious mis- 
takes in extending the use of their 
credit. In making loans for speculative 
purposes they can contribute to the 
creation of speculative and unreal 
values, and in loans against imaginary 


| or non-existing values they can turn 


into bank money something which does 
not exist at all. 

This is also the specific reason why 
it is not the function of a bank to loan 
money on future prospects—on ex- 
pected profits from a business or : 
transaction —to establish young men 
in business—or on anything of any 
nature for which a real value has nol 
already been created with a sufficient 
recognized worth to amply protect the 
bank against any contingency and 
assure it repayment of the amount 
loaned. 


Selling Credit—II 


ANKERS are frequently spoken o! 

as merchants of money. It is un- 
doubtedly true that at one time it was 
their principal business, but today « 
more accurate description is that the 


| are merchants of promises to pay. 


The bank sells its promises to pay 
(credit) to its customers in the form o! 
deposit accounts, drafts, cashier check- 
and other bank instruments. On the 
other hand, it accepts or purchases 
promises to pay (credit) from bor- 
rowers in the form of secured or unse- 


cured notes, bonds and other evidences 
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of debt. The deposit customers out- 
number many times the depositor bor- 
rowers or borrowers who are not 
depositors. 

In the banking business the promises 
to pay of the bank are sold to the 
public, largely in the form of deposits, 
in order to obtain possession of funds 
{rom which to accommodate borrowers. 
The entire business is built upon the 
investment of the bank’s capital and 
of the money received on deposit. If 
tnere were no deposits the borrower 
could not borrow, as he must obtain 
from the bank the use of the deposits 
of other people. Thus, the bank may 
be said to sell to its depositors and to 
buy from its borrowers. 

It is quite general for this explana- 
tion to be reversed and the bank de- 
scribed as buying deposits from its 
customers and selling credit to its bor- 
rowers. Such a situation, however, 
places the emphasis at the wrong end 
of the transaction. Many of the diffi- 


culties of the banking business have | 


resulted from this distortion which 


makes the borrower the customer of | 
the business and the depositor the sup- | 


plier to the business. The depositors 
are the real customers who make bank- 
ing possible. 


Selling the bank’s credit to the de- | 
positor is done on the same general | 


terms as that required of the borrower 


who seeks to sell his credit to the bank. | 


In the deposit of his funds the depositor 


is concerned about the same things the | 
bank wants to know of the prospective | 


user of its funds. 

What is the character of the institu- 
tion? What is the ability or capacity 
of its management and organization 
for the successful handling of the busi- 
ness of banking? 


What is its capital | 


A certain number of depositors are 
borrowers. A certain number of de- 
posit accounts come to a bank because 
they can combine the two relationships. 
When this is true they are particularly 
interested in how their sales of credit 
to the bank will be handled. They 
want to know if the bank has the re- 
sources with which to meet their bor- 
rowing requirements; whether it is dis- 
posed to look with favor on sound 
loans; and whether its organization is 


set up to intelligently handle this kind 
of business. 


Selling Convenience 


HE desire for personal comfort and 

the expenditure of a minimum of 
personal effort are well recognized 
qualities of human nature. Many im- 
portant inventions and a great deal of 
our progress, particularly in mechan- 
ical production, have been the result 
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TRANSFER FILE BOX HEADQUARTERS 


‘‘Equipped to serve you best’’—130 stock sizes 





STRAYER COIN BAG COMPANY 


(Patented) 


STYLE SD-PD 





Olive Green 
Without metal front, corrugated paper sliding-drawer. 


Tan 
Corrugated paper hinged lid—not sliding-drawer. 


"Since 314) New Brighton, Pa. 
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Cash and Ben dem Banks 


Unpledged 
lic Funds 


matures within two years) 


Real Estate Owned. . . 
Loans and Discounts 
Accrued Interest 


Other Assets .. 


Capital Stock—Common . 
Surplus 

Undivided Profits 

Reserve for Contingencies 
Accrued Interest and Expenses . 


Acceptances and Letters of Credit . 
Less Amount in Portfolio 

Trust Funds and Public Funds . 
Other Demand and Time Deposits 








THE 


NATIONAL CITY BANK 


OF CLEVELAND 


F ai 


£1845 ;: 
x ons 


STATEMENT OF CONDITION JUNE 30, 1937 
RESOURCES 


United States Government Obligations 
(Direct and Fully Guaranteed) 


Pledged to Secure Trust ——s aad Pub- 
Other Securities (of which $6, 851 373. 00 


Capital Stock of The National City Building Co. 


Customers’ Liability on Sicctaeaibie er enue of Credit 


LIABILITIES 


Deferred Credits and Other Liabilities 


Member Federal Deposit Insurance Corporation 





$45,961,331.61 


$37,416,008.78 


9,757,330.24 47,173,339.02 
- « +  16,961,900.56 
2,250,000.00 
131,126.16 
40,170,987.81 
355,658.88 
5,428,413.64 
136,634.01 
$158,569,391.69 


$7,500,000.00 
3,063,000.00 
1,086,612.01 $11,649,612.01 
1,896,503 .43 

148,377.91 
om He 122,560.90 
$5,499,889.31 





71,475.67 5,428,413.64 
$8,968,642.91 

130,355,280 89 139,323,923.80 

$158,569,391.69 


























by New York Publishing House 
To present attractive bank poster dis- 
play... Service now selling fast... Whole 
or part time... Substantial commissions 
. Protected territory... Quick sales. 


Address Box 268, The waltteat Clearing House, Detroit, Mich. 





of some man’s effort to find an easier 
way to do a difficult or unpleasant 
task. 

To save labor and to save time have 
been foundation stones of American 
commercial and industrial develop- 
ment. Originally applied to the ele- 


ments of making things so as to reduce 
their ultimate cost to the user, it later 
became apparent the largest field in 
American business was in applying 
these principles to the development 
and design of instruments to meet the 
unlimited demand for more physical 
comfort and less physical effort on the 
part of everyone. 

Life in today’s congested metropoli- 
tan centers of population would be 
strange indeed without the time- and 
labor-saving devices in common use. 
Nor would these devices have been con- 
ceived, produced and used were it not 
for the power and needs created by 
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these same forces of multiplication and 
concentration of people whose de- 
mands in this respect are fundamental 
and insatiable. 

The engineer who lays out the walks 
in a public park is later informed by 
the paths worn across the lawns where 
they should have been put. A prosper- 
ous store moves across the street to 
bankruptcy. One street corner is good 
and brings high rental; diagonally 
across from it is bad, is periodically 
empty, and meanwhile houses a suc- 
cession of business failures. Chain 
stores appear in like locations and, in 
taking the best, contribute to one 
another’s business. 

Business has learned to study and 
check the convenience of the public 
who will not, in any substantial num- 
ber, inconvenience themselves for any 
goods or any service that can be ob- 
tained conveniently, on approximately 
the same terms and of the same quality. 

This plays a large part in establish- 
ing and maintaining bank depositor 
relationships. On the average, people 
will come to you because of it, and 
leave you when you no longer have it 
for them. 

It is a fortunate business or bank 
that has an advantage measured in 
terms of real convenience, in terms of 
being near at hand and easy of access, 
and not based on mere monopoly and 
public necessity. 

If there is only an apparent equality 
of convenience between institutions, 
every other factor of public relation- 
ship assumes an even greater impor- 
tance. Because it is only through them 
that a desire to use the offered facilities 
can be made powerful and effective 
enough to establish and hold a business 
relationship. 


Court Decisions 


(From page 23) claimed that the decedent 
had left the bank book with him for 
safekeeping and that the surviving 
brother was to get what was left when 
the original depositor died. 

“That explanation would indicate 
that the gift was testamentary and 
since it failed to comply with the Statute 
of Wills is void,” declared the court. 

Taking up the question as to whether 
the opening of the account in the man- 
ner indicated constituted a gift from 
one brother to the other while they 
were both living, the court said: 

“It cannot be assumed that the de- 
cedent gave the proceeds of the bank 
account to his brother. The burden 
rests upon the brother to establish by 
convincing evidence that it is a gilt. 
The evidence shows that he has failed 
to do so.” 

An interesting sidelight on this case 
is that although the deposit was in a 
New York bank, the case was decided 
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6, ~ Burroughs 


a FANFOLD 





A Distinct Advance in Fanfold Construction 
Tue Burroughs Fanfold Machine is ideal for handling multiple copy work 


in banks quickly and at low cost. 


Only Burroughs offers all the time- and 


money-saving advantages of electric carriage return, electric platen shift, 
carriage control from the keyboard (including reverse tabulation), and auto- 
matic carbon shifting from one set of forms to the next. 


After completing a set of forms, the operator merely touches a convenient bar 
on the keyboard, removes the completed forms and is ready to write the next 











SPEEDS AND 

SIMPLIFIES 

MULTIPLE COPY 
WORK 


Among the many bank forms which 
can be written with less effort on 
the Burroughs Fanfold are: 


Returned Item Debits . . . Checks and 
Unit Check Register. . . Collection 
Letters . . . Note Notices. . . Advice of 
Credit. . . Advice of Fate . . . Advice of 
Security Transactions... Purchase 
Orders . .. Payroll Deductions for 
Savings . . . Trust Department Tickets 
. Safekeeping Receipts. 





set. Carriage opening and closing and 
the shifting of the carbons to the next 
set of forms are entirely automatic. 


You will be interested to learn of the many 
savings which this Burroughs will make 
possible on your own multiple-form work. 
Ask for complete details today. 


Burroughs 


Factories at Detroit and Plymouth, Michigan 
Windsor, Canada .. . . Nottingham, Eng. 


MAIL THIS COUPON TODAY 


BURROUGHS ADDING MACHINE CO., DETROIT, MICH. 
I would like to have complete information on the Burroughs 
Fanfold. This does not obligate me in any way. 














COMMERCIAL ¢ CHECKING 








SAVINGS e TRUSTS 


"... friendship keeps no ledger...” 


This bank’s greatest asset does not show in its 


annual statement. Friendship keeps no ledger. 


It is an asset, nevertheless, which has a great 


deal to do with the bank’s annual progress. We 


intend to continue to do everything a good friend 


ought, to let you know that your friendship 


is appreciated. We are here to serve you, and 


we want you to feel at home with us. Come 


in and spend the time of day with us when 


next youre in the city. 


LAURANCE ARMOUR 
President 


AMERICAN NATIONAL BANK 


AND TRUST COMPANY 
of Chicago 


LA SALLE STREET 


AT WASHINGTON 


Member Federal Deposit Insurance Corporation 
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agrees with the bank that credit al- 
lowed for items on this or any other 
bank or party is only provisional, and 
until the proceeds thereof in money are 
actually received by this bank or items 
found good at the close of business of 
the day on which they are deposited; 
such items may be charged back to the 
depositor’s account regardless. of 
whether or not the item itself can be 
returned; that the bank may decline 
payment of any check drawn on such 
deposits until the items of this deposit, 
though credited, are actually paid in 
money.” 

The depositor used such a slip in 
making a deposit of checks intended to 


| cover a check which he had issued 


against his account. After the close of 
business on the same day the depositor 
induced an officer of the bank to tele- 
phone the collecting bank which had 
the depositor’s own check in hand for 
collection, that there would be suffi- 
cient funds to take care of the check. 
The depositor’s check was presented 
the following day and protested be- 


| cause of not sufficient funds, it appear- 
| ing that the items deposited with the 
| deposit slip had not yet been collected. 


| Subsequently, 


the bank went into 


| receivership and the depositor sued. 


“Upon the deposit by a customer of 


| a check under an agreement with the 








according to the law of New Jersey be- 
cause the decedent depositor was 
domiciled in the State of New Jersey. 
(Cutts vs. Najdrowski, 191 Atlantic 
Reporter, 867.) 

Contrast with this decision, how- 
ever, the following decision by the 
New York courts: 

*““A deposit by one person of his own 
money in his own name as trustee for 
another, standing alone, does not 
establish an irrevocable trust during 
the lifetime of the depositor. It is a 
tentative trust merely, revocable at 
will, until the depositor dies or com- 
pletes the gift in his lifetime, by some 
unequivocal act or declaration such as 
delivery of the pass book to the bene- 


ficiary. In case the depositor dies the 
presumption arises that an absolute 
trust was created as to the balance on 
hand.” (In re Totten, 179 New York, 
112.) 


Pass Book Rules 


Rules printed on deposit slips and in 
pass books constitute a contract be- 
tween bank and depositor, even though 
the depositor may not have noticed the 
printed rules or formally agreed to 
them. Such is the gist of a recent 
opinion by the United States Court of 
Appeals for the District of Columbia. 

The deposit slip in that case con- 
tained the following printed provision: 

“In making deposits the depositor 
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bank that the bank will not allow 
credit for the check until the check is 
paid in money nor permit the cus- 
tomer to draw against the deposit thus 
created,” said the court, ruling in 
favor of the bank’s receiver, “‘the rela- 
tionship between the bank and the 
customer is not that of debtor and 
creditor but of principal and agent. 

“In advisedly using the deposit slip 
containing the printed rules with rela- 
tion to the terms upon which the bank 
would accept the deposit, the de- 
positor must be deemed to have 
acquiesced therein, and the printed 
provisions were prima facie the con- 
tract between depositor and bank. 

‘*This is in line with the great weight 
of authority in this country. Most of 
the cases ‘say that if a writing in a 
standard form, for instance a railroad 
ticket or bill of lading, is delivered by 
one of the two contracting parties to 
the other and accepted without objec- 
tion, it is binding upon the latter 
whether he informs himself of its con- 
tents or not. The same rule has been 
applied in nearly all the states in 
which the guestion has arisen in the 
case of rules printed in bank pass books 
and on deposit slips.” 

The court intimated, however, that 
the binding force of the provisions 
printed on the deposit slip might be 
nullified if the bank had waived the 
provisions by long continued custom 
or practice. (Hardee vs. George H. 
Price Company, 89 Federal Reporter, 
second series, 497.) 


PRODUCED IN THE BURROUGHS PRINT SHOP 
AT DETROIT, MICH., U.S.A. 4070-8-37 
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